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Silverplate Helps Sell Other Lines 


A representative line of 1847 Rogers Bros. ware if properly displayed 
will give a certain prestige to your store and will serve to bring 
women customers to you. In addition to the direct profits to be 
derived from the sale of silverplate, the way is opened to interest the 
women in other lines you carry. 


4 Write Sales Promotion Department, International Silver 
Y Heraldic Co., Meriden, Conn., for advertising and display helps. 
Pattern 
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The Friendly Road ............. 


A collection of little paragraphs of a philosophical nature which should prove interesting to the man who 
is in @ hurry. 
Keeping Up a Turnover in Housefurnishings. 


This tells how the Kinkerter & Sheppard Co., Philadelphia, features its housefurnishings biiedibeiie | in a 
profit-making manner. Read it, for you'll find it worth while. 


Farthest North for American Hardware.............. 


A short yarn describing one of the unique hardware stores of the North American continent. Look it over 
and see how they sell hardware in Alaska 


Service Brings Profits in Builders’ Hardware 
The Birkenmeier 4 Kuhn Co., Newark, N. J., pushes builders’ hardware in aggressive fashion. If you read 
this story over you will be able to absorb some valuable suggestions. 


What Is the True Measure of Salesmanship?—By B. J. Munchweiler. 


The author of this article is well qualified to discuss the art of selling and he has Sistine d a number 
helps which should prove valuable to the selling staff of any hardware store. 


Linking Up the Past with Your Advertising. By M. E. Wyckoff.. 


Here’s a novel idea for the hardware merchant to apply to his advertising. We won't tell you what it is 
now, so turn over to page 62. 


Displaying Steel Goods in a Separate Room 


This is the final instalment of the series relating to the way in which James & Hawkins, Jamaica, N. 
manage their branch store business. 


Celebrating an Anniversary with a Sale......... 


Lindsley’s “The Hardware Store of the Grenges” (N. J.) recently held a unique sale celebrating their 115th 
anniversary. The story tells you what they 


The Principles of American Valuation. By C. D. Wagner.... 


American valuation is one of the topics of the day and is one regarding which every business man should 
have information. 
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Why not make up your mind to in- 
vestigate our facility to serve you? 


& 
There is no better way to begin the 
q . F V 1@¢ New Year. 


We are making a full line of high- 
. grade builders and garage 
hardware, and are selling it 

direct to the retail hardware 
trade to enable you to make 
more sales, and to make more 
on each sale. 


Buying direct from National 
means a lower selling price, a 
more substantial margin of 
profit, prompt shipments as 
specified without substitution 
—It means that you get the finest 
garage and builders hardware at the 
lowest price—and that you will re- 
ceive closer cooperation in selling it. 


Get started now. 


Write for catalog and price list. 


National Mfg. Co. 


No. 77 Sterling, Illinois 
Storm Proof 
Barn Door Hanger > 


\ 


Storm Proof Rail 





We desire to call particular atten- 
tion to NATIONAL Storm-Proof 
Rail. It is exceedingly strong, re- 
quires no brackets, cover can be 
removed at any time for painting, 
absolutely bird and storm proof. 
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The Friendly Road 


F you are afraid of your employer your work is off 
somewhere. Remember he is human and deserves 
some consideration for being more successful than 

you are. No one admires a hesitant man who seems 
uncertain of himself. If your work is good you have 
nothing to apologize for. Always be sure you are 
absolutely right, and make your report without fear 
or favor. Give your employer the courtesy due him, 
but don’t grovel. He doesn’t like it any more than 
you do. In the final analysis, you are both men. 
* * * 
To-day is the time to do what you have planned for 
to-morrow and what you.forgot to do yesterday. 
* a ia 
Taking a mental inventory of himself is the joyful 
pastime of the successful man. Compare what you 
are doing to-day with what you were doing last year 
and five years ago. Then speculate upon what you 
will be doing a year from now. Day dreams of that 
sort generally come true. : 
* * * 


Don’t ask your employer for a raise, it might em- 
barrass him. Show him, by your good work, that you 
deserve one; then, if he fails to understand, demand 
an increase and back it up with a list of accomplish- 
ments as long as your arm. 

+ * 


The crépe hanger who said that opportunity knocks 


-but once at every man’s door must have spent most of 


his time in the cellar. As a matter of fact, oppor- 

tunity doesn’t knock at any man’s door even once. She 

is just around the corner waiting for you to come and 

get her every day in the year. She is a busy little 

person, always willing to meet you half way, but never 

willing to waste her time knocking even on Hallowe'en. 
ee 2 & 


No such thing as luck? Certainly there is, and 
plenty of it. Here’s the recipe: Take one portion 
of perseverance, add one portion of energy and mix 
well; then add as much determination as may seem 
necessary and stir until it fairly bristles. Do not set 
on the doorstep to cool, but place immediately in the 
oven that is heated by the fires of accomplishment and 
serve while still hot.. Follow directions and the luck 


will be delicious, 
* a. * 


The man who tells you the latest scandal ai:at his 
fellow employees is probably telling similar tales about 
you to others. He belongs to the type of man who 
breaks down the morale, gets others into trouble, 
eventually gets into trouble himself and finally drags 
you in with him. He is more dangerous than a snake 
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because the snake at least gives a warning hiss before 
he strikes, while the scandalmonger hisses the poison 
that is meant for his victim into the ear of the foolish 


listener. 
7 7” t 


Hiding lights under bushels is still a popular pas- 
time. If you save the firm money by your efforts be 
sure that the boss hears about it. Many a good man 
has lost his job because no one knew what he was 
doing in the concern and consequently thought he was 
doing nothing. If you are telling the truth and facts. 
it’s not bragging. Anyhow, bragging is a pardonable 


sin. 
* *# # 


A good way to waste time is to enter a guessing con- 
test. A good way to improve time is to enter the 
knowing contest presented to you in your every-day 
job. Learn that job, and while you may not win s 
gold automobiie you will keep your position and prob 
ably earn more money. The fellow who guesses about 
his job will eventually be guessing where his next mea) 


is coming from. 
* * * 


The copybook certainly contained an awful lot of 
bunk. Don’t let anyone tell you that a bird in the hand 
is worth two in the bush. If that were the case we 
would still be wearing fig leaves and eating an occa- 
sional apple. If your boss had*adhered to that adage 
he would still be a clerk and you wouldn’t have any job 

+ * + 


Henry Ford was right when he said: “There is 
nothing in saving money. The thing to do is to put 
it back into yourself, into your work, into anything 
that is important, into whatever you are so much in- 
terested in that it is more important to you than 


money.” 
+ * * 


The editor of the Jackson Progress hits the nail 
on the head with this: “To find out how closely and 
painstakingly his paper is read an editor has to com- 
mit an occasional error. A paper might boost for 
999 years and never hear a word of commendation 
but when a slight error is made a howl is at once 
raised. People who say they don’t read the papers 
are just plain liars.” 

* * + 

Business is full of human mud turtles—fellows 
who crawl into their shells and only poke their heads 
out when the weather is fine. How do you expect 
people to know that you are really human unless you 
come out of your shel] and display a few human char- 
acteristics. 








Keeping Up a Turnover in Housefurnishings 














Displaying glassware in booths makes it possible for a customer to make a selection 
undisturbed. Incidentally it is effective 


| peerage come and holidays 

go but cooking goes on for- 
And therein lies a per- 
manent reason for the stability of the 


ever. 


hardware business. For without 
pots, pans, kettles and spoons what 
would we do for our food? 

Housefurnishing goods of all kinds 
are sold extensively through the 
hardware trade. They constitute a 
line that is essentially competitive 
because of the department store, the 
mail-order house and the specialty 
shop. Therefore, in spite of the 
fact that there is a large demand, 
at all times and in all places, for 
housefurnishings, and especially for 
kitchen utensils, the supply seems to 
be always adequate, and so thorough- 
ly diversified and widely distributed 
that it presents a problem to the 
hardware dealer who is situated 
where competition is keen. 

The Kinkerter & Sheppard Co., 
4669 Frankford Avenue, Philadel- 
phia, Pa., has solved this problem to 
a large extent. The methods that it 
uses to maintain a rapid turnover in 
housefurnishings are both interest- 
ing and instructive. 

Catching the Housewives’ Eyes 

In the first place, Robert L. Shep- 
pard, president and manager of the 
firm, emphasizes the importance of 
displaying goods so as to please the 
eyes and the sensibilities of women. 
A housefurnishings department 


should be arranged, in his opinion, 
so that it is comfortable for custom- 
ers, and so that it conveys something 
of a homelike impression. 

Women are very susceptible to im- 
pressions. A poor arrangement of 
stock, an accumulation of dust on 
floor or shelf or table, are often con- 
vincing reasons to a woman for stay- 
ing away from a store, even though 


Kinkerter & Sheppard 
Co., Philadelphia, 
Makes Its Appeal to 
Housewives by Means 
of Well-Designed 
Displays, Neatness 
and Adequate Stock. 


the service and quality of the goods 
may be all that could be desired. 


Impertance of Neatness 


Mr. Sheppard, therefore, lays great 
stress upon absolute neatness in his 
housefurnishings department. It is 
equally as important, he believes, for 
a dealer to have a large assortment 
of stock. When a woman goes to a 
store for some household article she 
has every reason to expect to find 
what she wants. If the dealer can- 
not supply her he has no reason to 
expect a continuance of her patron- 
age. It is, therefore, an asset for 
him to carry a wide assortment and 
a reasonably large quantity of stock 
for which there is a good demand. 
Besides that, Mr. Sheppard points 
out, that many times women go to a 
store to purchase only one or two 
things, but are later influenced by an 
attractive display to buy other ar- 
ticles. It is only by carrying a large 














This compact display of enamelware proves that articles of various natures may be 
attractively shown in booths 
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Here is a general view of the housefurnishings department of the Kinkerter & Sheppard Co., Philadelphia. It 
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would be a 


difficult matter to think of anything adaptable to household uses which this department does not carry 


variety of goods that a dealer is able 
to make his displays effective. 
Housefurnishings, according to 
Mr. Sheppard, should be displayed as 
artistically as possible in order to 
get the most out of them. No vacant 
spaces should ever be allowed to oc- 
cur on display shelves or tables. 
Stock should be pushed out on dis- 
play as rapidly as possible, Mr. Shep- 
pard says, so that turnover is main- 


UNE LAC THRU POA EO NNONMNT ERE 


And last of all comes 
one of the firm’s win- 
dow displays. Here is 
a window which ree- 
ommends itself to us 
for a@ number of rea- 
sons, It is compact 
without being over- 
crowded; it contains 
an exceptionally wide 
range of housefurnish- 
ings and if there is 
any article missing 
from the display there 
is something shown 
which will suggest the 
absent item to the on- 
looker. We'll wager 
that this window paid 
for itself tenfold by, 
virtue of the cus- 
tomers it brought the 
store 


tained continually. Artificial flowers 
lend color to displays of glass and 
chinaware, and add a pleasant at- 
mosphere to the housefurnishings 
department if used discreetly and in 
appropriate places. 


The Booth Display Method 


Mr. Sheppard is a firm believer in 
the booth display method. Individual 
booths have been used for some time 


by the Kinkerter & Sheppard Co. 
There is a psychological effect, he 
says, in the individual booth that 
does more to make rapid sales than 
any other method that he has ever 
heard about. A customer in one: of 
the individual booths is in a quiet 
place with a saleswoman, where there 
are no distractions caused by other 
customers or other merchandise. 
Moreover, goods are displayed to 
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better advantage in booths than they 
are out on the main floor. The pho- 
tograph of the Kinkerter & Sheppard 
Co. cut glass booth shown with this 
article is a practical example of the 
truth of Mr. Sheppard’s words. So, 
also, is the booth of enamelware 
showing a concentrated display in a 
quiet corner where a woman may go 
and make her selection without being 
bothered. 


Windows Should Sell Goods 


Mr. Sheppard also has some very 
decided and practical ideas about the 
way a show window should be 
dressed.. The primary purpose of the 
display window, Mr. Sheppard says, 
is not to attract the eye but to sell 
the goods. Overcrowding a window 
is as detrimental to a store as an 
overloaded stomach is to a man. In- 


Swank Celebrates Anniversary 


The Swank Hardware Co., Johnstown, 
Pa., recently celebrated the fifty-ninth 
anniversary of the firm in novel fashion. 
The firm was founded in 1862, and ac- 
cordingly a souvenir was given to every 
customer who admitted that he had been 
born during that year. Other souvenirs 
was distributed to those who called at 
the store to felicitate the members of 
the firm regarding their success. Harry 
Swank is president of the firm, Charles 
R. Glock is vice-president and -general 
manager, while George W. Swank is 
treasurer. 


Isherwood Stove Co. Moves 


The Isherwood Stove Co. moved Jan. 
1'to a new building occupying a quar- 
ter of a block at Fourteenth and Gilisan 
streets, Portland, Ore. The new build- 
ing has trackage facilities and is lo- 
cated in the center of the wholesale 
district as well as within a few blocks 
of the principal retail section of Port- 
land. It will continue its business as 
distributor, specializing in stoves and 
ranges of all types, including electric 
and oil ranges, furnaces, washing ma- 
chines and other similar lines. 


Brumley With Bowser 


Charles H. Bromley, formerly tech- 
nical director Richardson-Phenix Co., 
Milwaukee, Wis., is now manager and 
chief engineer of the newly formed 
Richardson-Phenix division of S. F. 
Bowser & Co., Inc., located at Fort 
Wayne, Ind. 


Europe’s Debt to America 


Other nations owe the United States 
a total of $$11,084,802,341.67. At hear- 
ings before the Senate Committee on 
Finance July 18 to 21 this was the es- 
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stead of increasing turnover it is apt 


to cause a congestion of goods which 
remain in the window or which are 
put away on a shelf where they are 
temporarily forgotten. Concentra- 
tion, simplicity and a seasonable 
schedule are the main considerations 
to bear in mind when arranging a 
window display, so that all of the ar- 
ticles on display will stand out dis- 
tinetly and will have a tendency to 
pull a customer into the store. 


In the window display that is 
shown with this story every article 
stands out in its own right, although 
the number and variety shown are 
surprisingly. large. It is worth 
noting, however, that all of the goods 
in the window come under the classi- 
fication of housefurnishings. It is a 
concentrated display of a large and 
diversified line. 





timated indebtedness of foreign govern- 
ments to the Government of the United 
States. 


The following table which was com- 
piled from data submitted at the com- 
mittee hearings, appeared in a recent 
issue of the New York Times and shows 
the indebtedness of foreign nations to 
the United States in June, 1921, with 
tabulated list of items for which the 
debts were incurred. 
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In connection with his displays 
and general merchandising methods, 
Mr. Sheppard does a good deal of 
local advertising. In the statements 
that the Kinkerter & Sheppard Co. 
sends out it encloses blotters and cir- 
culars which emphasize some par- 
ticular feature of the firm’s business. 


Checking Up on the Reactions 
Mr. Sheppard keeps in close touch 
with the reaction that his window 
displays have upon people who stop 
to look at it. He often stands beside 
a display or looks into his own win- 
dow and listens to the casual remarks 
made by people who pause to view 
the display. In that way he says he 
often learns many interesting things 
about the point of view of the man 
in the street, and how he reacts to 
the appeal of the Kinkerter & Shep- 

pard Company’s silent salesman. 


Death of A. S. Percival 


Word has been received in Waltham, 
Mass., of the death of Augustus S. 
Percival, 50 Lowell St., that city, a 
member of the firm of Taylor & Per- 
cival, hardware dealers. Mr. Percival 
went to Arizona several months ago 
because of ill health. He was born in 
Orleans, Mass., sixty-one years ago and 
went to Boston in 1883. 





Credits Granted Surplus War 


Under Liberty 
Loan Acts Sale 


20,621,994.54 
12, 213,377.88 -785,7 167 13, Het 1 


2,950,762,938.19 
- 4,166,318,358.44 
5,000,000.00 


Lithuania 
Poland 


187,%29,750.00 
Serbia 


Materials Grain Total 


Food Relief Corporation Obligations 
$8,028,412.15 #. ah: 505.34 $11, +i 917.49 
,108.92 24,055, 708.92 
375, ath 147.37 

9, 025, 500. 
91, 179, 528.72 


3, 390 76 "938.19 





822,136.07 


9,636,320.25 51,671,749.36 
23,205,819.52 12, 922,675.42 
406,082.30 
26,175,189.22 24,978,020.99 


51,158,160.21 





$9,435,225,329.24 $565,048,413.80 $s¢. coor 963.55 $56,899,879.09 $10,141,267,585.68 


This table shows the total indebtedness of forei gn governments to the 


vernment 


of the United States, in June, 1921, the accrued interest unpaid and the interest here- 


tofore paid by each government. 


Interest Accrued 
d Up to and 


Unpai 
Total Including Last 
Obligations Interest Payment 
$1,009,868.67 
821, 671. zi 24,777,380.19 
34,007, 409.6 


$11, 959, a7. 49 
24,055, 708.92 
375, 280,147.37 
500.00 
91,179,528.72 


1,389, 668.3 

"598,339. i 
284,148,865.6 
wag 283. 98 


.00 

35.61 
1,648,034,050.90 
5,132,287.14 
000.00 


51,153,160.21 


. 0,560.18 
178,797.79 


Total Debt to Interest 
United States Heretofore Paid 


$12,969, 786.16 


409;287,557.99 13,014,918.42 
025,500.00 1,282,369.54 
304,178.09 
139,570,376.13 
245,557,185.50 
784,158.34 


57,598,852.62 


8,880,265.96 
3,634,911,801.83 
4,573,621,642.37 
15,000,0 S94 


1,290,620.78 

"263,313.74 

; 4,842. 534. 38 
55,931,958.00 636.0 





Totals $10,141, 267,585.68 


$943,534,755.99 


$11,084,802,341.67 $465 271,688.92 


From hearings before Senate Committee on Finance, July 18 to 21. Wadsworth 


Loan Exhibit. 


















Farthest North for American Hardware 


C. W. Bolte of Anchorage, Alaska, Conducts the Northern- 


most Hardware Store on the Continent—Supplying 
the Needs of the Outposts of Civilization 


HE casual mention of the name 
Alaska brings up a weird 
combination of pictures be- 

fore the mind of the average man. 
He closes his eyes and pictures the 
Aurora Borealis flaming overhead, 
sees the boundless expanse of snow 
and a frowning mountain range in 


of flourishing firms enjoying good 
business well within the Arctic 
Circle. 

The accompanying illustration 
shows the interior of the store of 
C. W. Bolte, said to be the northern- 
most store, exclusively devoted to 
the sale of hardware in America. 


cutlery, aluminumware, galvanized 
iron goods, arms and ammunition, 
all serve to keep C. W. Bolte’s busi- 
ness flourishing. 

Mr. Bolte has adapted his stock 
and business to the needs of the 
community, with the result that he 
is always decreasing the stock and 
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The interior of C. W. Bolte’s store at Anchorage, Alaska, does not resemble the popular conception of what a store in that 


country should be. 


the background. He hears the 
yelps of the sled dogs and feels 
the bite of the fifty-below frost. 
Alaska to the average man means 
two things—gold and cold. 

Back in the days of ’28, when the 
great gold rush to the Klondike was 
at its height, and when the bones 
of the stampeders dotted the snows 
of the Chiilkoot Pass, this impres- 
sion might have fitted conditions, 
but not so to-day. Things have 
changed in the northwest corner of 
the continent. Back in the interior 
things are as they were twenty 
years ago, but not so on the ccast. 
Civilization has crept in, and in cer- 
tain sections the electric light out- 
shines the Aurora. 


Hardware Follows the Pioneer 


Wherever you find civilization 
you will find hardware and the 
hardware store, and so it is not 
surprising that we find a number 


This. establishment is located at 
Anchorage, Alaska. 

This store does not feature many 
of the items common to the retail 
hardware stores with which the 
majority of us are familiar. It 
does, however, supply the wants of 
the community it serves, and it sup- 
piies these wants in first-class 
fashion. 

In a country where the ther- 
mometer is below zero for the 
greater part of the year the most 
necessary thing next to food is 
warmth. So it is that C. W. Bolte 
carries a complete line of stoves, 
coal, wood and oil burners. Lamps 
and lanterns are also in constant 
demand, and a large and varied 
assortment of each is carried. A 
large proportion of the fuel con- 
sumed is wood, and accordingly 
axes and saws are among the heavy 
sellers. Tools of all kinds, crock- 
ery and glassware, kitchen utensils, 
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You'd take it to be well within the limits of civilization instead of on its outskirts 


increasing the number of his cus- 
tomers. * 

Quality is the watchword in the 
Northland, for when a man is out 
of touch with civilization, as is the 
case with the inhabitants of the 
outlying districts, ‘his implements 
must needs be of the best. When 
a miner travels and has to carry his 
outfit on his back or by canoe or 
sled, he thinks a long while and 
makes a careful selection of the 
articles he takes with him. Tools 
and weapons are not bought on a 
price basis under such conditions. 
Quality is supreme and the best is 
none too good. 

So it is that Mr. Bolte carries a 
first-class stock of merchandise, and 
so it is that his customers are re- 
peat customers. Not because there 
is no other place to go, but because 
they know that their wants will re- 
ceive proper attention and that the 
articles purchased give service. 











Service Brings Profits in Builders’ Hardware 


The Birkenmeier & Kuhn Co., Newark, N. J., Has 
Built Up This Department by Means of Aggres- 
sive Hustling and Going After the Prospects 


RADE conditions vary the 
$s country over. A certain ar- 
ticle may be selling well in the 
Northwest and at the same time may 
be remaining upon the shelves of 
the New England hardware stores. 
Other items may be causing the mem- 
bers of the retail trade in New York 
State to send in re-orders, while at 
the same time the Texas merchants 
cannot give them away to their per- 
sonal friends. Market reports, which 
are the reflection of trade conditions, 
substantiate this statement and re- 
cord a divergence which is decidedly 
extreme at times. 
Be this as it may, there is one 
line of merchandise which is sell- 


ing well in practically every section 
of the country at the present time. 
Market reports from all over the 
United States seem to be unanimous 
in stating that it is enjoying steady 
and increasing sales. You don’t have 
to be told what the nature of the line 
is if you are a hardware merchant. 
It’s builders’ hardware. 


Good Business in This Line 


Building operations began to di- 
minish shortly after our entrance 
into the World War, and with our 
active participation overseas fell off 
decidedly. Little or no building took 
place for some time, and this con- 
tinued after the signing of the ar- 


mistice. Conditions have changed, 
however, and from far and wide come 
the reports that building operations 
of all kinds are being begun. More 
building means more builders’ hard- 
ware to be sold, and the mere state- 
ment of this fact should be enough 
to start the wideawake hardware 
merchant out after the business. 

Some firms wait for the business 
to come to them; others go out and 
get it. Those in the first class are 
lucky at times, but their prosperity 
is often long deferred. Those in the 
second class, the “go-getters,” need 
have no apprehension regarding 
their future, for it is as certain as 
is the sunrise. 


For dignity and attractiveness it would be dificult to surpass this window of the Birkenmeier 4 Kuhn Co., Newark, N. J. The 
addition of a latticed background serves to make the display both unusual and effective 
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This illustration is a reproduction of the cover of one of the folders this firm sends to 
its prospective purchasers of builders’ hardware 


Definitely classified as a hustling 
hardware firm is the Birkenmeier & 
Kuhn Co. of 525 Clinton Avenue, 
Newark, N. J. Located in a progres- 
sive, expanding and _ business-like 
city, this firm is in no way behind 
the locality in which it does business. 
It is fully abreast of the times, is 
doing an excellent business and is 
always on the lookout for more. 

The Berkenmeier & Kuhn Co. 
specializes on builders’ hardware 
in a thoroughly systematic and 
efficient manner. It leaves no stone 
unturned to get business, and its 
progressiveness is being rewarded 
by an ever-increasing circle of cus- 
tomers. 


What This Firm Dees 


This firm keeps a close watch on 
the Dodge building reports, and also 
keeps in touch with real estate agents 
and contractors. The real estate 
men are in close touch with any 
prospective building operations, for 
they are the mediums through which 
the necessary land is secured; the 
contractors are in charge of the ac- 
tual operations, and they are the ones 
who make the purchases. The firm 
has two representatives whose duty 
it is to keep in daily touch with the 
contractors. These representatives 
are furnished with automobiles, with 
the result that they are able to call 
upon a maximum number of pros- 
pects in a minimum space of time. 
In addition to this, the firm sends 
one of its representatives to the City 
Hall daily to keep track of the build- 
ing permits which have been issued. 
Each of these permits is regarded 
as a live lead and is assiduously fol- 
lowed by one of the motorized rep- 
resentatives. In this way the list of 
prospects is kept alive and up to date. 


Incidentally it is not a stationary list 
but is always growing. 

Not only does this firm contract to 
furnish builders with supplies dur- 
ing the progress of their work, but it 
also furnishes them with a variety 
of items which cannot be classified 
under the head of builders’ hard- 
ware. Gas ranges, plumbing sup- 
plies and certain articlés of house- 
furnishings are sold to builders and 
contractors in such numbers as to 
prove extremely profitable to this 
wide-awake firm. In short, it may 
be said that the line of builders’ 
hardware is used as a wedge to per- 
mit the sale of other items to those 
who may be in need of them. 

Although the Birkenmeier & Kuhn 
Co. goes after all the contractors 
and builders in aggressive fashion, 
it does not forget the individual who 
is contemplating building a home of 
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his own. Letters are written to these 
individual prospects and circulars 
and folders are also sent to them. 
These are followed up by personal 
calls from representatives, and these 
are best of all. The results of this 
kind of a campaign are said to be 
extremely gratifying, and as each 
pleased customer is a permanent ad- 
vertisement for the firm the value 
of the system may be readily seen. 
Advertising Literature 

Some mention must be made in 
passing of the folders which are sent 
to the individual prospects. These 
are usually in the form of a single 
sheet, folded over and then across 
to represent a miniature booklet. On 
the front cover is a colored illustra- 
tion surmounted by an apt slogan. 
This slogan is repeated on the in- 
side, and following this repetition is 
a snappy paragraph or two designed 
to catch the attention of the reader. 
These paragraphs constitute a brief 
sales talk which serves to introduce 
the illustrations of door knobs, door 
pulls, push plates, key plates, lock 
sets and other items of builders’ 
hardware which are seen when the 
sheet is unfolded. The back cover 
bears the name of the firm, its ad- 
dress and telephone number. The 
illustrations shown herewith give 
one an idea of the attractive manner 
in which these little folders are de- 
signed. 

Heavy Stock Carried 

A business conducted on such lines 
must of necessity carry an excep- 
tionally heavy stock. This is the 
case, but it is also true that the 
stock is not allowed to repose upon 
the shelves for any length of time. 
The Birkenmeier & Kuhn Co. be- 
lieves in advertising to the nth power. 





And here is another folder cover. 


The odd background is occasioned by the reproduc- 
tion of a colored illustration in black and white 
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A short motion picture advertising 
the firm’s business is shown regu- 
larly at local motion picture theaters 
and this, coupled with the regular 
letters and literature, serves to keep 
the business always before the eye of 
the public. 


HARDWARE . AGE 


The value of attractive window 
displays is also emphasized, and 
these receive constant and expert at- 
tention. Displays are changed week- 
ly, and each window carries a dis- 
tinct message to whoever sees it. 
Steck and service, however, are the 
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two features which are stressed upon 
by the firm. The stock is complete 
and high class in every particular, 
while the service is par excellence. 
That tells the story of the firm’s 
successful career in a single sen- 
tence. 


New York Hardware Boosters Hold Christmas Luncheon 


Metropolitan Live Wires Hold Annual Get Together at 
Hardware Club—Interesting Addresses Feature Meeting 


Predicting better business for 1922, 
and emphasizing the importance of co- 
operation on the part.of manufacturer, 
jobber, and retailer, were the keynotes 
of all four addresses delivered at the 
annual Christmas luncheon of the 
Hardware Boosters, December 28, at 
the Hardware Club, 252 Broadway, 
New York City. About fifty traveling 
salesmen, who cover the metropolitan 
territory and nearby points, attended 
the luncheon. R. W. Scobell, Chief 
Booster, presided. 


A. D. Clinch, former president, a 
member of the board of governors, and 
one of the original founders of the 
Hardware Club, and president of one 
of the large wholesale hardware houses 
of the city was the first speaker. Mr. 
Clinch outlined the activities of the 
Hardware Club and congratulated the 
Boosters on their work and organiza- 
tion. He predicted a more substantial 
business during 1922 and urged the 
salesmen to practise. thoughtful and 
constructive selling. 


Matthias Ludlow, former president 
of the National Retail Hardware Deal- 
ers’ Association, spoke about the bene- 
fits of organization. He said that the 
spirit of co-operation has raised the 
hardware business to a better and 
sounder basis than it enjoyed at the 
time he started his career. 


Business Improving 


“Last July,” Mr. Ludlow stated, “was 
the extreme low water mark of the 
business depression. Since July busi- 
ness has slowly but steadily improved. 
The retailer’s stocks are low, and I 
think that after the inventory season 
is over you can look for a steady in- 
crease in general buying activity 
throughout the hardware trade. A 
better business tone is already observ- 
able which I, for one, am confident will 
materialize into very satisfactory busi- 
ness during the coming year.” 

Llew S. Soule, editor of HARDWARE 
AGE, recommended the elimination of 
excess mental baggage among which 
he included envy, prejudice, malice and 
bad habits. Mr. Soule divided men 
under three broad classifications—the 
indifferent man, the doer and the mas- 
ter. The road of the business under- 
taker, Mr. Soule said, runs directly to 
the door of the indifferent man. 

The majority of men are doers, the 


speaker said, and constitute the back- 
bone of society. It is in the school of 
the doer that the master is developed, 
he said. A master has a breadth of 
vision, a grasp on the essential facts 
of his life’s wrok and a sympathetic 
understanding of the other fellow’s 
point of view. A master will never 
claim credit for any idea or accomplish- 
ment that is not his own, but rather 
considers it his moral duty, and in 
itself a practical accomplishment, to 
assist in the molding and development 
of another man’s character and mind. 


The Importance of Attention 


Mr. Soule stressed the importance of 
salesmen paying consistent attention to 
their easy customers, and of thoroughly 
knowing their own lines. Throughout 
his talk he introduced a number of 
stories and anecdotes, and concluded by 
urging the salesmen to maintain their 
faith in themselves, in the houses they 
represented and in the principles of 
constructive salesmanship. 

S. N. Sears, former Chief Booster, 
suggested that the traveling man pass 
along ideas and news to his customers 
and render practical assistance when- 
ever possible by helping a dealer to 
arrange displays or launch his mer- 
chandising campaigns. 


4 
The Salesman’s Responsibility 


The traveling salesman has a great 
responsibility said Mr. Sears. Upon 
his ability and resource as a salesman 
rests the welfare and happiness of 
countless people. The workers in the 
factories depend upon him absolutely 
to sell the goods they make. If he falls 
down on his job they are thrown out 
of employment; their families suffer; 
debts pile up; the village storekeeper 
is pinched, and a condition results 
which often takes years to wipe out 
entirely. The responsibility of the 
traveling salesman to keep things go- 
ing, to say nothing of his responsibili- 
ties as a-carrier of news, information 
and good will, is great, and is one 
which he cannot shirk or pass along 
to the other fellow. 

Following Mr. Sears, John H. Buck- 
ley, one of the original organizers of 
the Boosters spoke briefly and predicted 
better business for 1922. He was fol- 
lowed by Harry Groshong, another 
member who took part in the formation 


of the Boosters. Mr. Groshong told a 
number of anecdotes and stories. 

Harry Ott, one of the most popular 
members of the Boosters, who has been 
convalescing from a severe attack of 
illness, spoke in a light: vein about his 
first job, and referred to the feelings 
he experienced at the time as applicable 
to every boy starting out upon a busi- 
ness career. 

Blue silk badges with the words 
“Hardware Boosters” printed on them 
in gold letters were worn by every 
Booster upon the lapel of his coat. 
These same badges will be worn at the 
Metropolitan banquet, to be held at the 
Comodore Hotel January 18. No reg- 
ular business was transacted at the De- 
cember meeting and at the conclusion 
of the speeches the meeting was ad- 
journed. 


E. H. Titchener & Co. Moves 


On account of the necessity of having 
increased floor space for production, E. 
H. Titchener & Co., Binghamton, N. Y., 
have moved into new quarters on the 
Erie Railroad, corner Walnut Street. 
Their floor space is now increased 
about one-third—loading and unloading 
facilities on the railroad are very much 
improved. 

For the past forty years E. H. 
Titchener & Co. has made a specialty 
of the manufacture of all kinds and 
sizes of wire staples, as well as auto- 
matically formed wire shapes, such as 
rings, hooks, eyes, pins and handles. 

This concern has just recently got- 
ten into production on a new line of 
white enameled wire bathroom fixtures. 
This line comprises five sizes of wire 
soap dishes, two tumbler holders, a 
toilet paper holder and three sizes of 
towel bars. All of the articles are 
coated with a very attractive, durable, 
white enamel finish. 

The trade name Bathwhite has been 
adopted for this new line. One of the 
appealing features in connection with 
it is that each article is packed in an 
individual carton. 


Thomas A. McGinley, vice-president 
and general manager Duff Mfg. Co., 
Pittsburgh, was recently elected to the 
board of directors of the Westinghouse 
Air Brake Co., Pittsburgh. He takes 
the place vacated by his father, John 
R. McGinley, who resigned. 














the Salesman 


What Is the True Measure of Salesmanship? 


Successful Salesmanship Is Based on Confidence and 
to Succeed Should Al- 


Who Desires 


ways Endeavor to Instill This Feeling in a Customer 


RUE salesmanship does not con- 
fi sist in forcing goods on a cus- 

tomer, but in showing the vari- 
ous ways in which he will benefit by 
making the purchase. Satisfaction 
to the purchaser is the only founda- 
tion on which any lasting and suc- 
cessful hardware business can be 
built. 

Thus successful salesmanship first, 
last and all the time is built on con- 
fidence. 

To every hardware salesman in the 
land this advice is given: If you 
want to build up a paying line of 
customers you should have as much 
interest in their welfare as you have 
in your own. To old, experienced 
hardware salesmen this advice is but 
a reminder, for they know the value 
of a steady patron who always has 
faith in them and knows they will 
not attempt to force a sale. 

“I serve” should be written deep 
in the heart of every salesman, for 
those who serve all with whom they 
come in contact truly do naught but 
serve themselves. What better re- 
ward could a man ask than a record 
of service well performed? 


Satisfaction the Measure of a Sale 


No sale is a good sale unless you 
have rendered satisfactory service, 
satisfied your customers, and placed 
goods in their possession, that will 
benefit them as well as yourself. 
Emerson defines commerce as “Tak- 
ing goods from where they are plen- 
tiful to where they are needed.” The 
wise salesman acts as the medium of 
adjustment between these given 
points, and his success presupposes a 
certain degree of satisfaction to all 
parties in the transaction. 

Most men are not satisfied with 
their positions, but look with envy 
on the job that Smith or Jones holds 
and wish their lot was cast in the 
same channel. This class should re- 
member a man’s destiny is in his 
own hands. It is true conditions 
sometimes make a man stand still, 
but the way to overcome that condi- 
tion is to find just what it is that 
militates against you. Analyze the 


flaws in your work, and then strive 
by well-laid plans to undo the 
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shackles that bind you to incompe- 
tence. 

Some salesmen, it is true, serve 
well for a week or a month and ex- 
pect early reward to come from their 





Eepitor’s Note.—This article is the : 
first of a series devoted to the subject = 
of salesmanship as applied in the re- 
tail hardware store. The object of 
these articles is to furnish the mem- 
bers of the sales force with inspira- 
tional ideas, which if applied properly 
should add to their efficiency. "he 
hardware merchant can use these as a 
basis for discussion at the regular 
meetings of the sales force. The re- 
maining articles of the series will ap- 
pear from time to time. 











efforts, but to the man who serves 
only for a purpose, this reward is 
slow in coming. 


Reward Based on Merit 


To the salesman who does his duty 
each day, and day after day, and 
month after month the reward for 
services well rendered will come as 
surely as the night follows the day. 

How often have you heard a’sales- 
man remark: “Well, I ‘stuck’ that 
person.” Foolish man, he did not 
“stick” anyone but himself. He 
killed any future chance of doing 
business with the person in question 
he claims to have benefited by “stick- 
ing.” 


Don’ts for Hardware Salesmen 


In selling hardware the salesman 
picks up many strange and unusual 
phrases. Some are good, others pass 
muster, while many spell ruination 
to sales. We give below a list of the 
iatter: 

Abstain from using the word 
“guaranteed” as much as possible. 
Substitute, “warranted by the 
maker.” 

Do not use the expression, “The 
best you ever used.” The expression 
means nothing, and besides it awak- 
ens a feeling of doubt in the mind 
of the prospective customer. 

Do not say, “This article will not 
give you any trouble.” The mere 
mention of the word “trouble” causes 
a timid customer to think. Better 
say, “This will give you the best of 
service and satisfaction.” 
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If perchance the goods on sale are 
“seconds,” frankly say so, instead of 
beating around the bush with expres- 
sions such as “factory blemished,” 
“sold without guarantee,” or, “goods 
the maker overstocked.” 


Every “Knock” Is a “Boost” 


Don’t say, “This is a better ar- 
ticle than a ‘Blank,’” for each time 
you doa so you unwittingly advertise 
the other make of goods. 

If a man says, “I have always used 
Blank saws,” do not ridicule his judg- 
ment by saying, “That’s a ‘bum’ 
saw, no wonder you had trouble,” but 
sell your goods on their merits and 
by the aid of salesmanship. Remem- 
ber every knock is a boost. 

Do not make price secondary to 
quality, such as, “That’s a good saw 
for the price.” 

Never refer to a low-priced article 
as “cheap”; an article may be listed 
low but the word “cheap” has no 
place in your sales talk. 

Never refer to an article as a 
“peach” or a “dandy,” or use any 
other expressions that savor of slang. 
They mean nothing and are not de- 
scriptive. 


Stick to a Single Price 


By all means do not make two 
prices. If you quote a price let it be 
the only one you have, and do not 
say, “This sells for $4 but I’ll let you 
have it for $3.” Cafi you blame a 
man for saying, “I’ll come in again”? 

Don’t question a customer’s knowl- 
edge of goods, but get him in a good 
humor by agreeing with him. 

It will not help to say, “I use that 
one myself.” The customer is not 
buying to suit your taste or inclina- 
tion but his own. 

Don’t get angry if a person fails 
to buy, but be courteous at all times. 


Remember the Customer’s Name 


Never address a male customer as 
“boss” or “mister,” and never ad- 
dress a female customer as “lady.” 
Say “sir” and “madame.” Better 
still, find out their names, if possible, 
and use their names in addressing 
them. The fact that you know a 
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man’s name will unconsciously flat- 
ter him and may smooth the way to 
a sale. 

Don’t argue, threaten, flatter or 
bully your customers; agree, smile, 
explain and demonstrate and sales 
will come easier. 

Don’t slam an article back on the 
rack if the customer does not buy; 
perhaps he will next time if you do 
not insult him. 

Don’t interrupt a customer when 
he tells you his troubles, but listen, 
smile and sympathize with him. 


Important Sales Elements 


Goods to-day are sold with two 
sales elements as the chief factors; 
namely, the satisfaction the merchan- 
dise will give and the force of sales- 
manship behind the effort. No mat- 
ter how much service and satisfac- 
tion can or will be obtained from 
any line or commodity, truthful state- 
ments only must be used to exploit 
the article or articles in question. 


HARDWARE AGE 





“Quiz” for Hardware Clerks 


(Note—To be asked by person deliver- 
ing the “talk’’) 
Q.—When is the darkest hour in 
any man’s career? 
A—In that which he fancies 
> there is an easier way of gaining a 
: dollar than by squarely earning it. 
5 Q—What are the foundations for 
= successful salesmanship? 
2 A—First, last and all the time, 
2: confidence. 


Q—When is a sale termed a sat- 


isfactory one? 


A—When you have placed goods : 
in your prospects’ possession which : 


will benefit them as well as you. 
Q—How does 

commerce ? 
A—By taking goods from where 


Emerson define 





they are plentiful to where they are : 
needed. 


Telling a lie to sell goods became ob- 
solete with the passing of the kero- 
sene lamp and horse cars. 
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You will always find it best to tell 
the truth about the goods, and the 
goods will tell the truth about you. 
This means that each time you rep- 
resent an article to be other than 
what it really is you are selling goods 
under false pretenses, and as soon as 
the truth is discovered your reputa- 
tion vanishes. A customer gets to 
rely upon your statements and banks 
on what you tell him. This being 
the case, it does not take much im- 
agination to see that your replies 
must be truthful and always to the 
point. If you do not know, say so 
like a man, as it is far better prac- 
tice to tell the truth than to lie or 
resort to subterfuge in order to gloss 
over your lack of information re- 
garding the merchandise you are 
selling. Truth is one of the most 
important factors in your business. 
A man who will not take the time 
and trouble to secure full informa- 
tion about the goods he sells is noth- 
ing more nor less than lazy. 


Linking Up the Past With Your Advertising 


Conducting a “Do You Remember Column” in Your News- 


paper Advertising a Sure Way of Arousing Local Interest 


‘ O you remember: 
When the first washing ma- 
chine came out? 

When the old high wheel bicycle 
was in_vogue? 

When everybody made their own 
stove pipe? 

When you used to stand up at a 
high desk to post books? 

When you used the old money till 
instead of a cash register? 

When cannon ball stoves were 
considered luxuries? 

There are many more _ things 
which the old-timers in the game 
could recall. Many of them would 
be intensely interesting as well as 
educational to the people who follow 
hardware. 


Do You Remember? 


“Do You Remember?” has a cer- 
tain psychological effect. Uncon- 
sciously you “hark back” to the past. 
In other words, your attention is 
averted for the time being from its 
hurry of the things of to-day and 
falters as it stumbles back through 
your consciousness to the happen- 
ings of the past. The past has a 
certain appeal to most _ people. 
Every one loves to think back over 
what he has accomplished, and there 
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seems to be a universal appeal in 
“Do you remember?” You can ask 
the busiest man in ‘the world that 
question and he will stop and think 
back. 


Awakening Old Memories 


The metropolitan dailies have run 
for some time columns of “Do You 
Remember?”. There ‘has been a 
universal digging up of the old 
memories, and an exceptional amount 
of interest displayed by the readers 
of these papers. 

“Do You Remember?” has a sug- 
gestion for hardware dealers—an 
advertising suggestion. Firmly 
plant in the minds of the readers of 
your local paper your name and busi- 
ness through a “Do You Remem- 
ber?” column. Reserve this space in 
your paper the same as your regular 
advertising space, and ask the read- 
ers to furnish you with “Do You 
Remembers?”. You will be more 
than pleased at the things which will 
come to you, and the interest which 
will be created in your column. If 
the campaign is well conducted you 
will be surprised to find how many 
more people are reading your ads 
than heretofore. . 

There is a feeling that local news- 


paper advertising does not bring 
large returns. It has been stated 
that people become tired of reading 
the same old stereotyped ad week 
after week. Now, if a dealer wants 
to create interest in his advertise- 
ments, he must attract people to read 
what he has to offer. It is for this 
reason that we offer the suggestion 
of “Do You Remember?”. A column 
well conducted should create an im- 
mense amount of interest, and with 
the proper use of other advertising 
material displayed in connection, 
should result in satisfactory returns. 


A Suggested Advertisement 


We offer the following advertise- 
ment as a suggestion: 


“Do You Remember?” 


When the railroad was built? 

The first automobile that came to 
town? 

When a man wasn’t dressed up un- 
less he wore a high silk hat? 

When there used to be a wooden 
pump on the corner? 

Remember—When you want hard- 
ware, 


Go to Kitchell’s. 
Phone 250. 

















Displaying Steel Goods in a Separate Room 


Featuring Steel Goods Separate- 
ly Makes for Cleanliness, Con- 
venience and General Effi- 
ciency—Allowing the Custom- 
ers to Serve Themselves 








Eprror’s Nore.—This is the final in- 
stallment of the series of five articles 
describing the various features of 
branch store management as_ applied 
by James & Hawkins, Inc., Jamaica, 

cime 


LL lines of hardware are not 
easily displayed. Some items 
mar the uniform effect of an 

otherwise good-looking store inter- 
ior. James & Hawkins, Inc., Ja- 
maica, N. Y., found that their line 
of steel goods was just such an of- 
fender. The side walls of the new 
branch store at Richmond Hill, L. L., 
looked well until one saw the hoes, 
rakes, shovels and similar arti- 
cles. These were more or less un- 
gainly and served to spoil the gen- 
eral appearance of the store. 

What was to be done about it? 
The main store at Jamaica could not 
be changed much for there was no 
available space. The new branch was 
also limited in size. The branches at 
Hempstead, Flushing, Rockville Cen- 
ter, Glen Cove and Bay Shore were 
more fortunate as each occupied 
either an entire building or had an 
extra floor at its disposal. Several 
theories were advanced, most of them 
involving the erection of some sort 
of special rack or wooden stand with 
chicken coop wire stretched across 
the top. But these plans meant a 
limitation of the stock displayed and 
were accordingly discarded. 


A Room for Steel Goods 


Came suddenly the idea of a steel 
room. This was to be a specially 
built and designed sales and show- 
room, devoted exclusively to the dis- 
play of all kinds of wooden and steel 
rakes, hoes of all sizes and for all 
purposes; the many different kinds 
of shovels, lawn mowers handled, 
grass catchers, sand sifters, wheel- 
barrows, wire in rolls, garden hose, 
hose nozzles, sprayers, fishing nets, 
tie stakes with chains, tying up 
chains, cultivators, hedge clippers 
and heavy-duty shears. In fact, the 
room was a veritable paradise for the 
farmer. 

In the branches at Hempstead and 
Flushing, ideal rooms for this pur- 


























Keeping steel goods in a separate room relieves congestion and increases efficiency. This 
is a view of the room at the Hempstead branch 


pose were available. Extra lighting 
equipment and additional windows 
rendered them well ventilated and 
made it possible to see the stock. It 
was not long before these two stores 
had completely stocked steel rooms. 
The stock is suspended from wooden 
extensions and steel hooks. Shovels 
and other short-handled goods are 
hung from a point half way up the 
side of the wall. Long-handled tools 
are hung from the top with the 
handle extending down within easy 
reach of the salesman or prospect. In 
the center of the cement floor is a 
display of wheelbarrows and lawn 
mowers. This room houses a larger 
variety of stock than could be handled 
in any other way, and presents to the 
customer a neat and orderly display 
of the things he needs. 


Interesting the Customers 


Before the steel room was used a 
customer would ask for a wooden 
rake. He seldom knew the size in 
inches or the number of teeth of the 
rake he wanted, but would vaguely 
spread his hands apart and say he 
wanted one about “so wide.” The 


special room has eliminated this. The 
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customer is taken and shown the 
stock of rakes. He has an oppor- 
tunity to pull down the several va- 
rieties, try them all for weight and 
balance. He is better satisfied when 
he can see and feel them and usually 
spends about five or six dollars for 
some other things that the room it- 
self has sold him. 


Self Service 


Customers who have seen the room 
are always given an open invitation 
to go there and look around when 
interested in steel goods. Frequently 
when the store is busy a customer or 
two will be turned loose in the room 
and he usually sells himself more 
than anyone else ever could. 

The steel-room idea could be 
worked out in almost any town by 
the average hardware merchant. It 
would be particularly profitable in 
the small towns and rural districts, 
where the farmers come in to buy 
equipment. The room need not be as 
elaborate as those used by James & 
Hawkins, but it should carry the 
same variety and arrangement of 
stock. This alone would serve to 
make it a success. 
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Celebrating an Anniversary With a Sale 


John N. Lindsley, Inc., of Orange, N. J., Made the One 
Hundred and Fifteenth Anniversary of the Store 
of Importance to the Community 


an Event 


the Biblical allotment for the 

life of man—but a business 
firmly established on sound princi- 
ples may have a much longer exist- 
ence. Many of our big firms of 
to-day were founded by men who 
died many vears ago and who left 


T tte 5 score and ten years is 


large, profitable retail business 
that it is at the present day. The 
customers, then, were the people to 
be considered in forming the plans 
for a celebration. The result was 
a One Hundred and Fifteenth Anni- 
versary Sale, which lasted for two 
weeks, and was the biggest thing 


windows were illuminated at night, 
and it was a common sight to see 
a crowd of men and boys around 
the corner window, looking at the 
shotguns and rifles. In the other 
windows, which were filled princi- 
pally with household wares, women 
congregated and audibly announced 














The sporting goods window was the center of masculine’ attention during Lindsley’s anniversary sale 


growing businesses as an _ ever- 
living monument. 

One hundred and fifteen years 
ago, when Thomas Jefferson. was 
president, John M. Lindsley start- 
ed a retail hardware store in South 
Orange, N. J. The business now 
stands on the original corner, hav- 
ing weathered the storm of four 
great wars, various political and 
economic changes, and is firmly es- 
tablished as “the hardware store 
of the Oranges.” 

The hundred and fifteenth anni- 
versary of a business is an impor- 
tant occasion and should be cele- 
brated in a fitting and proper 
manner. 

It was decided that the residents 
of the Oranges had been the means 
of enabling the Lindsley store to 
exist 115 years and. become the 


of its kind ever held in that sec- 
tion of northern New Jersey. 

Lindsley’s had previously adopt- 
ed the color scheme of orange and 
black, and accordingly the windows 
were trimmed with crépe paper 
of those colors. Display steps were 
built in two of the window sections 
and were covered with orange paper. 
The windows were filled with va- 
ried and complete lines represent- 
ing almost eyery item carried in 
stock. Goods were offered at al- 
most unheard of prices for that 
period, and every item was marked 
with a large-sized card with black 
lettering on an orange background. 
Two prices were shown on each 
card—the sale price and the nor- 
mal price. 

For one week preceding the sale 
the goods were on display. . The 
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their intention of getting all sorts 
of necessities. The sale was open 
to everyone, and there was no limit 
as to the number of articles pur- 
chased. 

Ten days before the sale Linds- 
ley’s sent out a four-page folder, 
telling of the coming event. The 
first page of the circular was de- 
voted to a brief historical sketch 
on the origin and development of 
the Lindsley store. A tribute was 
paid to the founder and apprecia- 
tion expressed to the firm’s many 
customers, both new and old. Con- 
tinued patronage was solicited and 
new customers invited to join the 
family of satisfied buyers. 

The remaining three pages told 
of the goods offered, with old and 
new prices given. The interior of 
the store was neatly decorated in 
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The larger section of this window featured tools, while housefurnishings were shown in the smaller division. 
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The decorations 


were orange and black and were decidedly effective 


orange and black with crépe paper 
streamers and banners strung along 
the ceiling and hung on the walls. 

Lindsley’s store is on a corner, 
and accordingly a large orange and 
black banner was strung from the 
corner of the store to the lamp- 
post on the corner. 

The third day of the sale Fred- 
erick Warriner, manager, had to re- 
order on the majority of items 
offered. By Saturday of the first 
week he had to get in more goods, 
and practically the same experience 
was repeated the following week. 


Cutlery, glassware and enamelware are shown here. 


The sale gave the firm the oppor- 
tunity to introduce several new 
lines, and Mr. Warriner made the 
most of it. Included in the sale 
were complete iridescent glass sets 
and nutpicks, table cutlery and 
other specialties with pearl han- 
dles. These were new lines for 


Lindsley’s, but as they went over 
big in the sale it was planned to 
carry them in stock in the future. 


No Delays Encountered 


Realizing that extra stock might 
be needed in a hurry, Mr. Warriner 


made arrangements with several 
jobbers in advance, telling them of 
the sale and of the possibilities of 
good-sized rush orders. Conse- 
quently when stock began to get 
low there was little or no pinch in 
replenishing the sold-out items. 
Although the prices during the 
sale were very low, all goods were 
sold at some margin of profit. The 
sale brought in many new custom- 
ers and brought back almost all of 
the old ones who had been buying 
by telephone or by proxy. In this 
way alone it proved worth while. 


Note the price cards giving sale and pre-sale prices 
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Show-Cards as Efficient Aids to Sales 


Well-Designed Cards and Price Tickets Serve to Attract 
Attention and Arouse Interest — The Second In- 
stalment of the Modern Egyptian Alphabet 


INDOW displays are “Silent 
\ \ Salesmen” and yet they some- 

times speak more effectively 
than. some salesmen. A _ neatly 
trimmed hardware window attracts 
attention, arouses interest, creates 
desire and leads to favorable deci- 
sion. In other words, it brings in 
the dollars! 

The old-fashioned way of just fill- 
ing a window as full as possible with 
merchandise of every character is a 
thing of the past. Show-cards and 
price tickets form an important part 
in making any display complete. And 
if the average salesman is interested 
enough in show-cards to learn to 
produce them I can assure him of 
success, if he will only invest a few 
dollars in the proper tools made es- 
pecially for this kind of work. The 
price of a box of ten-cent cigars will 
cover the entire cost of a modern 
show-card outfit. With the proper 
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practice key strokes for the various letters shown herewith. 


By JOSEPH BERTRAM JOWITT 


brushes, pen and show-card inks at 
hand, HARDWARE AGE will supply 
the necessary foolproof instructions. 
Practice makes perfect more surely 
in show-card writing than in any 
other thing you may undertake. 


Featuring One Dollar Sales 


January is a very popular month 
for one-dollar sales. The rough pen 
sketch or outline of a show window 
suggests an imitation of a parchment 
or white tracing paper sign placed 
across the window, and fastened 
either inside or outside of glass with 
paper gum stickers or a little muci- 
lage on the corners and center. (The 
writer has received several requests 
regarding these transparent paper 
signs.) This paper, which was orig- 
inally used for draughtsman’s trac- 
ing paper, comes in rolls of 12 yd. or 
more, 36 in. wide, and sells for $1.50 
to $3 per roll. It may be purchased 
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from either N. Glantz, 31 Spring 
Street, New York City, or Keuffel 
& Esser Co., New York, and Chicago, 
Ill. 

To obtain the best results the let- 
tering should be done in Japan or oil 
colors, using drop black or Japan 
coach colors in paste form and 
thinned with turpentine to the de- 
sired working consistency. Water 
colors will not work satisfactorily, 
as the glue binder pulls the paper 
into so many wrinkles that it will 
not lay flat against the window. The 
Japan colors, even when used thin, 
will cover perfectly without a 
wrinkle. 

In the sign in question the one 
dollar in white inside the black circle 
at both ends of the sign was first 
drawn in lead pencil and was after- 
ward filled in with solid black. The 
three words, “One-dollar Sale,” were 
lettered in bright red (coach color). 
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he letters included in the second instalment of the Modern Hgoyptian alphabet are made and also suggests 
it should be remembered that in this alphabet all strokes are of 
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Paper signs such as 


Paper signs of this character, if used 
on special occasions, are big result 
getters. They are, of course, trans- 
parent, and the electric lights shin- 
ing through make the lettering stand 
out. 

It is advisable to keep special 
brushes for oil colors. When through 
rinse them in turpentine or benzine, 
and before putting them away work 
a little vaseline or lard into them. 
This grease will prevent them from 
becoming hard. It may easily be 
washed out with turpentine, and the 
brush is ready for use again. If 
water-color brushes are used, care 
should be taken to remove every par- 
ticle of grease before attempting to 
use them in water colors again. 


The Second Instalment 


This is the second instalment of 
the single-stroke show-card Egyp- 
tian alphabet, explaining the con- 
struction of letters G, H, I, J, K, L 
and M. At the bottom of the plate 
the reader’s attention is directed to 
the key strokes, circles, angles, hori- 
zontals and perpendiculars. These 
are all the basic strokes used in the 
formation of these seven letters. It 
is advisable for the student to get 
the hang of these simple strokes be- 
fore attempting to construct the 
whole letter. The rough pen sketch 
of the brush indicates the direction 
each stroke should be taken. In 
starting all downward strokes begin- 
ning at the top guide line, the brush 
handle should be held at an angle of 
about 45 deg. When the brush is 
within a half inch of the bottom 
guide line it is removed from the sur- 
face and is turned sideways, finishing 
off the top and bottom of the up- 
right stroke. 

One important thing in connec- 
tion with the Egyptian alphabet is 
to keep the strokes of uniform thick- 
ness throughout. As there are so 
many different sizes of single-stroke 
brushes to be had, however, it is only 
a matter of selecting a brush which 





the one in this illustration are effective if used occasionally. 
In this instance the words were in bright red while the circles were solid black 
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will make a stroke of the exact thick- 
ness desired. 


Open Space Essential 


The rule of wide margins and 
plenty of open space on a card is im- 
perative. The story should be short 
and to the point, using as few words 
as possible that those who run may 
read. All superfluous “‘and’s,” “‘if’s’” 
and “of’s” should be omitted. 

The card featuring “Hardwear 
Tires” is of simple but very effective 
design, and is lettered entirely in 











single-stroke Egyptian. It is easily 
read and covers the most important 
points that the prospective customer 
would be interested in. 
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This illustration represents a layout for a show card. Dimensions are given throughou 
and the general method used in work of this kind is depicted in detail 
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Here we have a completed card with 
shaded letters. Effective, isn’t it? 


The writer has often heard people 
say, “I wish I could do lettering, but 
I suppose a person must be born to 


Petition Filed Against Ingersoll 


Robert H. Ingersoll & Bro. Co., New 
York, has been forced into a receivership 
by three creditors—The National City 
Bank, Chase National Bank and Hath- 
away, Smith Folds & Co. Federal Dis- 
trict Judge A. N. Hand designated Ed- 
ward H. Child as receiver. Liabilities 
are said to be approximately $3,000,000 
and assets, exclusive of good will, are 
placed at $2,000,000. 

The action taken has been of an en- 
tirely friendly nature and the company 
is to be reorganized. A creditors’ com- 
mittee, formed several months ago, en- 
deavored to improve the finances of the 
company by intensive advertising, 
lower prices, and decreased inventories. 
Banking interests identified with the 
reorganization of the company ex- 
pressed the opinion that the receiver- 
ship is merely a step in the general 
plan of reorganization, details of which 
are expected to be completed shortly. 

Further details will be announced at 
an early date, 


W. H. Andrews IIl in California 


W. H. Andrews, chairman of the 
board, Pratt & Lambert, Inc., Buffalo, 
N. Y., was taken seriously ill, Dec. 
10, at his winter home, at Monte- 
cito, near Santa Barbara, Cal. While 
his condition is critical, a naturally 
vigorous constitution will help him to- 
ward recovery. His son, W. Gresham 
Andrews and J. H. MeNulty, president 
of Pratt & Lambert, Inc., are now with 
him.: «41 - ; : : 
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that kind of work.” That is a mis- 
taken idea, for no one person is born 
for any particular vocation in life. 
For instance, a salesman is not a 
born salesman, he is a trained sales- 
man. There are many things in life 
we think we cannot accornplish sim- 
ply because we have never tried. 
The average man can train himse'f 
to write legible show-cards if he will 
only practise. 

The trouble is that the majority 
of beginners are impatient and ex- 
pect to become experts within a 
few days. 

There is an old saying: “A thing 
well begun is half done.” This 
applies to the general layout or de- 
sign of lettering on a show-card. In 
other words, it is a case of planning 
your work and then working your 
plan. In the large show-card shops 
there are always two or three men 
who serve in the capacity of show- 
card preparers; their duties are to 
originate the design and layout of 
the lettering for the show-card writ- 
ers. Seldom do these preparers 
handle the lettering brush. Their 
simple tools consist of a lead pencil 





Naylor & Co. Changes 


Samuel P. Broome has been ap- 
pointed Pittsburgh district manager 
for Naylor & Co., New York City. Mr. 
Broome succeeds George C. Mills who 
resigned to go into business under the 
name of Lippincott & Mills, New York 
and Cleveland. Mr. Broome was for- 
merly with Stalnaker & Co., prior to 
which he was with A. M. Byers Co., 
and with the Republic Iron & Steel Co. 


Jones to Retire 


G. H. Jones, for many years vice- 
president and general sales manager 
of the Inland Steel Co., Chicago, will 
retire from the company on Jan. 1 
to devote his time to the development 
of his personal interests. 


S. Wanders & Sons Chemical Co., 
Inc., are now located at 21 East Fortieth 
Street, New York City. New quarters 
have been provided at this location af- 
fording four times the floor space pre- 
viously used by the company. The 
salesforce formerly had headquarters 
in Albany, N. Y., but has come to the 
new New York office. 


Dinner to A. S. Butler 


A. 8. Butler, president of the Mc- 
Dougall-Butler Co., Inc., Buffalo, spent 
Friday, Dec. 16, in Utica, N. Y., visit- 
ing the Utica Paint & Glass Co., Inc. 
In the evening F. J. MacMackin, presi- 
dent of the Utica Paint & Glass Co., 
Inc., gave a dinner in honor of Mr. 
Butler. at. the Hotel, Martin, Those 
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And here’s another card showing the 
possibilities of this alphabet 


and a piece of chalk. We mention 
this to impress upon the beginner the 
importance of layout. 


present besides the host and guest of 
honor were Frank D. Smith, field sales 
manager of the McDougall-Butler Co., 
Inc., Claude Rogers, McDougall- 
Butler’s representative in Central New 
York, and members of the Utica Paint 
& Glass Co. organization: Frank R. 
MacMackin, Vincent Callaghan, E. N. 
Edwards, George Mimmack, B. G. 
Kelley, J. J. Bear, F, D. Stevens and 
Mr. Linn McCredy. 

After the dinner the meeting was 
devoted largely to a discussion of the 
Save the Surface Campaign and “Mak- 
ing 1922 the Greatest Paint and Var- 
nish Year.” Mr. Butler gave an in- 
teresting talk on the Save the Surface 
Campaign. The meeting was also ad- 
dressed by F. J. MacMackin, Mr. 
Rogers, Mr.. Smith and Mr. Stevens, 
advertising manager of the Utica Paint 
& Glass Co., Inc. 


~ Kroner Issues Catalog 


Fred Kroner Hardware Co., La 
Crosse, Wis., has issued a general hard- 
ware catalog, which is now in process 
of distribution to the trade. It is a 
closely condensed work of 736 pages of 
standard 9 x 11 in. size, with modern 
two-column 
and makes a compact and attractive | 
presentation of their extensive variety 
of merchandise. 


Garrett De F. Kinney, president 
Metal Barrel Corp., Peoria, Ill., was | 
re-elected president of the Steel Barrel 
Manufacutrers’ Association at its re- 
cent convention held in Chicago. 





illustrations throughout, © 





, 6 Ww oS 





The Principles of American Valuation 


The Fixing of Duties in Terms of the American 


Gold Dollar Eliminates Fluctuating Values 
Due to Foreign Exchange 


HE purpose of this article is 

to set forth clearly and con- 

cisely the principle and appli- 
cation of the American Valuation 
Plan of assessing tariff duties. There 
have been many misleading state- 
ments, causing a general misunder- 
standing as to the real purpose 
of this plan. This is neither an 
argument for a high nor protective 
tariff but a comprehensive state- 
ment of true facts. 

Much confusion will be eliminated 
in the very beginning if it is kept 
clearly in mind that the American 
Valuation Plan contemplates noth- 
ing more than a change in the ad- 
ministrative section of our tariff 
law. It is merely a proposed change 
in the method of levying the ad va- 
lorem rates. It has nothing whatever 
to do with specific duties, which are 
fixed sums in the tariff law itself. It 
relates solely to the basis upon which 
ad valorem rates shall be assessed. 


Present Method 


Under the present system of as- 
sessing duties upon the basis of the 
foreign value of the import, Con- 
gress establishes tariff rates which 
it calculates will, when applied to 
wholesale selling prices prevailing 
in the country of export at the time 
actual exportation is made, produce 
an intended amount of duty. The 
rates are fixed, or invariable; but the 
bases to which they apply are not 
fixed, and are variable, for the rea- 
son that production costs, and there- 
fore selling prices, of like products 
and commodities, differ in various 
countries. 

The obvious and inevitable result 
is that the variable and varying 
bases defeat the purpose of the fixed 
rate, in that like amounts of duty are 
not derived from like products and 
commodities coming here from dif- 
ferent countries. As a consequence, 
those countries whose production 
costs and selling prices are nearest 
our own pay the highest amounts of 
duty, while the countries of the 
very lowest production costs and sell- 
ing prices pay the very smallest 
amounts of duty. 

It is clearly apparent, therefore, 
that the presént system is one not 
only of uncertainty but of obvious 


By C. D. WAGONER 


inequality. It puts a premium upon 
depressed standard of living in those 
foreign countries which enter the 
products of their cheap labor into 
competition with the products of 


to add that under-valuation would be 
greatly minimized under the pro- 
posed system of assessing the duties. 
It ought to be a matter of consider- 
able significance that practically all 
arguments advanced in favor of re- 


* taining the present method resolve 


Epitor’s Nore.—The question of ap- 
plying American valuation in the assess- 
ing of tariff duties concerns every busi- 
ness man in the country. This article 


by C. D. Wagoner of the American 
Valuation Association is particularly 
timely and should do much to explain 
the nature of this proposition. 


American labor right in the Amer- 
ican market. For with each depres- 
sion of the living standard, i.e., de- 
crease in wages and production cost, 
there is a decrease in the amount of 
duty required to put those products 
into the American market. And in 
this connection it is borne in mind 
that in every foreign country where 
the depreciation in currency and ex- 
change has not been offset by a rise 
in wages equal to the amount of the 
depreciation, the employer is paying 
that much less in actual wages upon 
products that later are to be sold for 
American dollars. Therefore, under 
the present system, in duties that 
might be had, but are not, the United 
States Treasury virtually subsidizes 
the foreign employer who pays the 
least wages. 

In addition to these weaknesses 
and inequalities, the present system 
is an anomaly in that Congress es- 
tablishes the tariff rates, and then 
of necessity has to leave it to the 
foreigner—or a party equally at in- 
terest, the importer—to declare the 
value to which the rates apply. One 
of America’s ablest statesmen once 
said that we might just as well let 
the foreigner name the rates, and we 
determine the base to which those 
rates would apply, as to ourselves 
name the rates and then permit the 
foreigner to declare the base upon 
which they should be assessed. 

The present system allows the for- 
eign seller, or his American agent, 
the importer, to virtually control the 
amounts of import duties—which ex- 
plains the bitter antagonism with 
which both are opposing any change 
in this system. It is only necessary 


themselves into the plea that the evil 
is a century old and therefore should 
not be disturbed now. 


American Valuation 


Under the American Valuation 
Plan, Congress would establish rates 
which, when applied upon a single 
standard —the American wholesale 
selling price prevailing upon like or 
comparable products at the time 
actual exportation is made — would 
produce an intended amount of duty, 
which would be added to the foreign 
selling price, just as duties now com- 
puted upon the foreign value are 
added to the foreign selling price. 
But the amount of this duty, in- 
stead of varying, as now, for the 
very same sort of products coming 
here from different countries, would 
vary only as American wholesale 
selling prices varied, and at any 
given time would be the same upon 
like products, no matter what their 
country of origin, or the costs of 
production prevailing, here. This 
would create an absolute equality in 
duty among all countries exporting 
hereto, although it would not, as 
some seem to have supposed, bring 
all like foreign products into the 
American market at the same price. 
It adds the same amount of duty te 
the same or similar articles at the 
same time, irrespective of origin; 
and this duty is added at the Cus- 
tom House to whatever the respec- 
tive foreign selling prices may be, A 
single example will serve to illus- 
trate this point, and show the differ- 
ence between the present and the 
proposed systems. 


Difference in the Two Methods of 
Assessment 


Take an article upon which the 
American wholesale selling price is 
$1.50, and the English export price 
$1, with a rate of 50 per cent under 
the foreign value method of assess- 
ment, in order to. bring. the price of 
the imported British article. -up.to 
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the American price. If Germany 
made that same article for 80 cents 
she would pay a duty of only 40 
cents, or 10 cents less than the Brit- 
ish competitor, and the German arti- 
cle would be laid down here for 
$1.20, or 20 per cent less than the 
British. If Japan made a like article 
to export at 60 cents, she would pay 
the United States Treasury a duty 
of only 30 cents, or 20 cents less than 
the British, and the duty paid Jap- 
anese article would enter this coun- 
try for 90 cents, or 40 per cent less 
than the British. 

This illustrates the statement pre- 
viously made, that with every de- 
crease in foreign selling price there 
is, under the existing system, a de- 
crease in the amount of duty re- 
quired to put the article down in 
this country. 

Under the American Valuation 
Plan it would require a rate of only 
3314 per cent to make the protective 
duty of 50 cents against England 
(33% per cent of the American price 
of $1.50 being 50 cents); and this 
would be the amount of duty to be 
assessed upon the same article, 
whether from Germany, Japan or 
any other country. The entered 
price of the German product, then, 
would be $1.30, instead of $1.20, and 
the Japanese article would come in 
for $1.10 instead of 90 cents. Nat- 
urally, the big importers and mail 
order houses, who patronize cheap 
foreign labor, and thereby bring 
goods into this country at far below 
the cost of production here, but sell 
those same goods at or just below 
the selling prices of the American 
products, object just as strenuously 
to sharing this unfair profit with 
the people as a whole, through fair 
duties paid to the customs branch of 
the United States Treasury Depart- 
ment, as they do to sharing it with 
their customers, in reduced prices 
which would represent a reasonable 
profit. 


Goodman With Burhans & 
Black Co. 

Burhans & Black Co., Syracuse, N.Y., 
announces that C. W. Goodman has 
been appointed to the position of gen- 
eral sales manager. Mr. Goodman 
comes to central New York after hav- 
ing spent eleven years with the firm 
of Weeks & Co., Buffalo, N. Y. 


Heard in New England 


W. R. Dickinson, Whitman, Mass., 
is remodeling his retail hardware 
store. The modern center display case, 
with cabinet doors on the walls, will 
be adopted. 
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Inasmuch as the amounts of duty 
that will occur under the American 
Valuation Plan will be determined by 
the rates, and inasmuch as there is 
an exact equivalent, in the terms of 
American valuations, for every rate, 
protective or non-protective, which 
may be based upon foreign value as- 
sessment, it is at once clear that the 
American Valuation Plan cannot of 
itself create a prohibitive tariff, a 
protective tariff, or a non-protective 
and merely revenue tariff. Any of 
these may be had under the Amer- 
ican Valuation Plan just as easily 
and effectively as under the present 
foreign value method of assessing 
the ad valorem duties. 


Under- Valuation 


Another evil, that according to 
former Secretary of the Treasury 
Leslie M. Shaw is costing the United 
States Government from $100,000,- 
000 to $500,000,000 a year, to be cor- 
rected by American Valuation is un- 
der-valuation. 

Congressman Joseph W. Fordney, 
chairman of the House Ways and 
Means Committee, points out this 
evil in the following words: 

“Last year in the customs office 
of New York alone there were 5400 
cases of under-valuation, and this 
year they are running at the rate 
of 500 cases a month. 

“Why do foreigners who export to 
this country or people who import 
to foreign countries under value? 
Because they pay less duty. Profit 
is made in the duty if they can im- 
port at 50 cents on the dollar of the 
real value of the goods. There is a 
lot of reasoning in that, isn’t there? 

“But how about the honest im- 
porter who puts the real, correct 
foreigner value on his invoice and 
pays the amount of duty that the 
law calls for here, while his dishon- 
est competitor only pays half that 
amount of duty? That is the trouble. 
There is where the shoe pinches, 





The Fiske Corporation, Natick, 
Mass., is having plans drawn for the 
remodeling of its hardware store. 

Sixteen employees of the A. S. Morss 
Co., 134 Federal Street, Boston, have 
organized for business and social activ- 
ities and have started a mutual benefit 
fund for their members. 


Nicholson Succeeds Colt 


Col. Samuel M. Nicholson, president 
and general manager Nicholson File 
Co., and president American Screw Co., 
Providence, R. I., has been made chair- 
man of the board of directors Interna- 
tional Trust Co., Providence, to succeed 
the late Col. Samuel P. Colt. 
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and every big importer evidently has 
a corn in his shoe, and it is that 
corn that is being pinched. 

“They say we cannot estimate or 
appraise some articles of import be- 
cause we do not know their values. 
How ignorant we are. We now ac- 
cept the foreigner’s statement. Why 
not accept our own? Haven’t you 
got more confidence in yourself than 
you have in a foreigner?” 


The Question of Exchange 


There is another good reason why 
we should have American valuation 
instead of foreign valuation. There 
is the exchange value of foreign 
money, a most troublesome question 
for us, to equitably arrive at the cor- 
rect values, because foreign moneys 
have different purchasing values in 
the countries of their origin than the 
exchange values over here, and it is 
most difficult for our customs collec- 
tors to determine those questions. 

Canadian money to-day has an ex- 
change value in the United States 
of about 91 cents on the dollar. The 
English pound, on Dec. 18 with a 
par value of $4.86 over there, had an 
exchange value here of $4.13. The 
French franc, with a par value of 
19.3 cents, has an exchange value 
here between 7 and 8 cents. The 
German mark, 23.8 cents par value, 
has an exchange value in the United 
States of 0.54 of one cent, but it will 
buy seven or eight or ten times that 
value over in Germany. It is most 
difficult for our customs collector to 
harmonize the differences in the val- 
uations of those exchanges abroad 
in this country. 

American valuation will fix the 
valuation upon the gold dollar. Every 
dollar of our money since 1896 is 
worth 100 cents, because it is all re- 
deemable in gold, and we will elim- 
inate those exchange values of for- 
eign money by American valuation. 
Those are the outstanding reasons 
for American valuation. 


John C. Eber Dies 


John C. Eber, a hardware dealer of 
Bellevue, Pa., died at his home there 
on Thursday, December 15. He was 
born in Germany, and came to this 
country when he was thirteen years 
old. For about thirty years he was 
engaged in the leather business, but 
for the past ten years he conducted a 
hardware store at Bellevue. He is sur- 
vived by his widow, three daughters 
and two sons. 


The Otto J. C. Neilson, Medford, 
Mass., hardware store was badly dam- 
aged by fire last week. 
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EDITORIAL COMMENT 





You AND Your BUSINESS 


N the threshold of a new year, the hard- 

ware merchant faces the most impor- 

tant period of that year—the conven- 

tion period: The measure of success 
attained by the hardware conventions in 1922 
will be strongly reflected in the individual suc- 
cess of America’s hardware merchants. 

The convention, as we have it, is not an indi- 
vidual achievement. It is not the private hobby 
of the association president or secretary. It is 
essentially a partnership affair based on co- 
operative effort. Unless each association mem- 
ber assumes the full responsibility of an active 
partner, no convention can be 100 per cent 
effective. 

The success or failure of a trade convention 
does not depend upon a few addresses by promi- 
nent men, or upon any set program. It hinges 
rather upon the attendance and co-operation of 
all who stand to profit by its work. 

Co-operation represents combined effort. It 
is the medium that puts things over. It is a fin- 
isher, not a starter. The ideas and plans for 
business betterment must come from the minds 
of individual merchants. The convention is the 
clearing house for those ideas and the power 
behind those plans. 

Business to-day is not a one-man problem. No 
matter how competent, how independent or how 
self-centered a merchant may be, he cannot suc- 
cessfully conduct his business without depend- 
ing, to some extent, upon others. Everything he 
buys or sells comes to him through a channel of 
human kind. 

The acts of your fellow merchants affect you 
and your business. If their methods are poor, 
your business and the business of your commu- 
nity suffer. You are responsible for merchandis- 
ing conditions in your town. You are, to a cer- 
tain extent, your brother’s keeper. Your me- 





dium for betterment lies in your association and 
its convention. 

Merchandising is on a broader plane than that 
of yesterday. Selling is but one of many fea- 
tures. It no longer dominates. The better type 
of merchant realizes that his function is one of 
buyer for his community. If he faithfully per- 
forms that function, his sales problem is an easy 
one to solve. It is a case of service rather than 
self. 

But the responsibility of a merchant extends 
far beyond the limits of his trade territory. As 
a buyer and seller, he owes a duty to those who 
produce. It is a responsibility he cannot shirk. 
On his efforts depend the prosperity—even the 
livelihood—of those who work in the mills and 
factories. Unless he continues to sell and buy, 
their buying stops, and when their buying stops, 
other men lose in employment and buying power. 
Eventually that loss is reflected in his own busi- 
ness. 

These are some of the problems to be consid- 
ered by hardware merchants in their conventions 
this year. From the discussions of these prob- 
lems will come ideas and the co-operative power 
to put them into execution. 

Hardware conventions have always been 
profitable to those who are willing to give as 
well as take. They have always represented a 
need, and that need is greater to-day than ever 
before. It can be satisfied only when every asso- 
ciation member does his part in attendance and 
effort. 

Individual business is important. Yes. But 
business as a whole is more important. The 
impetus of the whole will add momentum to that 
of the individual. 

Business will be better in 1922 if merchants 
work collectively to make it better. The busi- 
ness remedy lies largely in the trade convention. 

















Coming Hardware Conventions 





WESTERN RETAIL IMPLEMENT VE- 
HICLE AND HARDWARE. ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. H. J. 
Hodge, secretary, Abilene, Kan. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Col., Jan. 24, 25, 26, 1922. W. 
M. McAllister, secretary, Boulder, Col. 


OREGON RETAIL HARDWARE AND ImM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27, 1922. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. - 

KENTUCKY HARDWARE IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson 
County Armory, Louisville, Jan. 24, 
25, 26, 27, 1922. J. M. Stone, secretary, 
Sturgis. 

TEXAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Dallas, Jan. 24, 25, 
26, 1922. Headquarters Adolphus Ho- 
tel. A. M. Cox, secretary, 1808 Main 
Street, Dallas. 

IDAHO RETAIL HARDWARE AND ImM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Wheeling, Jan. 31, Feb. 1, 2, 
1922. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASso- 

CIATION CONVENTION, Lincoln, Jan. 31, 
Feb. 1, 2, 3, 1922. George H. Dietz, 
secretary, 414-417 Little Building, Lin- 
coln. 
_ NortH Dakota RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Minot, Feb. 8, 9, 10, 1922. Charles 
N. Barnes, secretary, Grand Forks. 

IowA RETA HARDWARE ASSOCIA- 


La Crosse, Wis., Hardware 
Dealers Hold Meeting 


La Crosse members of the Wisconsin 
Retail Hardware Dealers’ Association 
held a meeting and dinner at the Cham- 
ber of Commerce recently. The business 
outlook and the question of profits was 
given a thorough discussion at the 
meeting, which was well attended. 

The retail hardware men of the city 
invited all dealers within a reasonable 
distance to attend, and as a result deal- 


TION CONVENTON AND EXHIBITION, Des 
Moines, Feb. 21, 22, 28, 24, 1922. Ex- 
hibition at the Coliseum. A. R. Sale, 
secretary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 
homa City, Feb. 7, 8, 9, 10, 1922. W.B. 
Porch, secretary - treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Fel. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Fulton 
Building, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 1112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, sec- 
retary, 1030 Metropolitan Life Build- 
ing, Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Bond, Hart- 
ford, Feb. 16, 17, 1922. Henry S. 
Hitcheock, secretary, Woodbury. 

MIssouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
St. Louis, Planters Hotel, Feb. 21, 22, 
283, 1922. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASSO- 





ers from the.eight neighboring small 
towns of Viroqua, Norwalk, Sparta, 
Bangor, West Salem, Galesville, Blair, 
Hokah and Dakota were present. The 
question box which proved the most 
entertaining and instructive feature of 
the evening was in charge of Edwin 
Dittman, of the Dittman Hardware Co., 
Warren Smith, of the Smith Hardware 
Co., and Edgar Kroner of the Kroner 
Hardware Co. 

J. W. Gorby of Waukegan, IIl., con- 
nected. with the Cyclone Fence Co., was 
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CIATION CONVENTION, Roanoke, Feb. 15, 
16, 17, 1922. Thomas B. Howell, secre- 
tary, Richmond. 

New York STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mitchell, Feb. 21, 22, 23, 24, 1922. 
H. O. Roberts, secretary, 1030 Metro- 
politan Life Building, Minneapolis, 
Minn. 

SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. John Donnan, sec- 
retary-treasurer, Richmond, Va. ; 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La., 
April 19, 20, 21, 1922. F. D. Mitchell, 
secretary-treasurer, 4106 Woolworth 
Building, New York City. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 8, 9, 1922. C. L 
Thompson, secretary, Canyon, Tex. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION; com- 
posed of Alabama, Florida, Georgia and 
Tennessee. Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 460 
St. James Building, Jacksonville, Fla. 

CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 16, 
17, 18, 19, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, 
Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelburg Hotel. E. R. 
Gross, secretary, Agricultural College. 

NATIONAL RETAIL HARDWARE Asso- 
CIATION CONVENTION, Chicago, IlJ., June 
19, 20, 21, 22, 28, 1922. Headquarters, 
Hotel Sherman. Herbert P. Sheets, sec- 
retary-treasurer, Argos, Ind. 


the principal speaker. He talked on 
“How to Build Your Business.” 

Warren Smith of the Smith Hard- 
ware Co. spoke on the value of read- 
ing the trade journals and getting 
ideas from them. 

A. Hussa, secretary of the V. Tausche 
Hardware Co., who presided at the 
meeting, said, “The main idea back of 
the queries directed at the question box. 
was an effort on the part of dealers to 
find a way or ways to readjust busi- 
ness to normal conditions.” * 
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Atlas Vise Incorporates 


The Atlas Vise Co., Lowville, N. Y., 
has been incorporated by Foster M. 
Stricklan, Champlain, N. Y. E. W. 
Fulton, G. L. Fulton, Henry Pettie and 
H. W. Green of Lowville, N. Y. The 
authorized capital is $25,000, .and its 
purpose is to manufacture, buy, sell, 
import and export vises and tools of all 
kinds. 

The new company has opened execu- 
tive and sales offices in the Bowen 
Block, Lowville, N. Y. Manufacturing 
and selling right under patents owned 
by E. W. Fulton, who was formerly 
president and general manager of the 
Fulton Machine & Vise Co., Lowville, 
N. Y., are secured, as well as similar 
rights to the trade name and patents 
of the Velox Vise Co. The latter com- 
pany owns several foreign patents in 
addition to the many U. S. patents 
owned by it. The patented vises are 
now being manufactured by the Porter- 
Cable Machine Co. of Syracuse, N. Y., 
and it is expected that the new organi- 
zation will continue the arrangement 
and that all shipments will be made 
from Syracuse. 


Search Light Opening 


On Monday and Tuesday, Dec. 12 and 
13, a formal opening and demonstra- 
tion was held by the Search Light 
Paint Supply Co., 5-7 Commerce Street, 
Baltimore, Md. This event marked the 
beginning of an energetic career for 
the Search Light people, acting in the 
capacity of distributors in -Maryland 
for the McDougall-Butler Co., Inc., 
Buffalo, N. Y. 


Jones & Laughlin Changes 


George A. Mason has resigned as 
manager of sales, wire department, 
Jones & Laughlin Steel Co., Pitts- 
burgh, and will be succeeded by E. D. 











George A. Mason 








Batchelor. Mr. Mason had held the 
position for the past eleven years and 
has been identified with the steel and 
wire industry since 1885 when he 
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joined the salesforce of the H. P. Nail 
Co., Cleveland. In 1890 he took charge 
of that company’s Chicago office. In 
1900 the H. P. Nail Co.. was absorbed 
by the American Steel & Wire Co., and 
Mr. Mason went with the general sales 
department of the combine. A year 
later he became district sales manager 
located at Kansas City. He held this 
position until 1910 when he resigned 
to take the position of manager of 
sales in the wire department of Jones 
& Laughlin Steel Co. Mr. Mason was 








E. D. Batchelor 











one of the first salesmen who helped 
to introduce wire nails to the trade. 
This happened in the early eighties at 
a time when cut nails monopolized the 
market. 

E. D. Batchelor the new manager of 
sales has been St. Louis manager for 
the past ten years. He assumed his 
new position on Jan. 1, 1922, and 
will have the guidance of Mr. Mason’s 
experience for the time being while 
he adjusts himself to his new duties. 
Mr. Batchelor has been with Jones & 
Laughlin Steel Co. for more than 
thirty-two years, having started in the 
company’s main office in Pittsburgh. 


W. W. Crandall to Retire 


After an active career of about 
thirty-five years as a manufacturers’ 
agent W. W. Crandall, W. W. Crandall 
& Co. will retire Jan. 1, 1922. Messrs. 
Hare and Bailey, who have been as- 
sociated with him for some time, will 
continue the business, but under a dif- 
ferent name. 

Mr. Crandall is a charter member of 
the Old Guard and was one of the six 
placed on the honor roll by the South- 
ern Hardware Jobbers’ Association 
during the meeting in Nashville, Tenn., 
in 1912. He is well and favorably 
known in Southern Hardware circles. 

_ Mr. Crandall will devote his atten- 
tion to local interests and, as president 
of the Belmont Realty Company, will 
make his headquarters in their offices 
in the Fourth & First National Bank 
Building, Nashville, Tenn. 
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Situation Better, Says Wagner 


“On the whole the situation in the 
hardware field is better. At least, so 
it appears to us,” said S. J. Wagner, 
manager of the Gray Iron Foundry 
Co., Reading Pa. 

“Recently we have received an ex- 
ceptionally large number of inquiries, 
due in part perhaps, to the tendency 
of buyers to ‘shop around’ before plac- 
ing orders for early delivery. How- 
ever, our volume of sales shows a most 
encouraging increase. 

“Fortunately, we had no large ac- 
cumulation of goods at the end of our 
fiscal year, therefore, our products are 
being turned out under all the advan- 
tages of post-war conditions with lower 
labor costs and favorable raw mater- 
ials prices. 

“We are extending our lines of 
household tools, hardware specialties 
and kitchen articles. Lines of cement- 
working tools, garden tools and other 
items have been added. 

“The growing tendency on the part 
of hardware merchants to add ‘5, 10 
and 25 cent’ counters is being felt quite 
strongly, and we are securing a grati- 
fying amount of orders for articles that 
can be profitably sold at low prices. 

“The best evidence of our confidence 
in the future is shown by the fact that 
we have added to our manufacturing 
facilities by installing a battery of 
molding machines, machinery for mak- 
ing handles, and other equipment to 
put us in position to make all of our 
products in their entirety in our plant. 
This required the erection of a large 
addition, which has been finished and 
is now occupied. 

“A most essential factor in restoring 
conditions to normal is, we believe, lib- 
eral advertising and aggressive sales 
promotion work. In this connection we 
are reminded of what Jonah is credited 
with having said to the whale—‘this 
thing could not have happened, if you 
had kept yowtr mouth shut.’ And, as 
we see it, ‘this thing’—the return to 
normality—can not ‘happen’ if manu- 
facturers and dealers keep their mouths 
(and purses) shut when there is such 
imperative need of judicious, but in- 
tensive, advertising.” 


Smith Heads New Britain Board 


Charles F. Smith, chairman board 
of directors, Landers, Frary & Clark, 
New Britain, Conn., has been made 
temporary chairman of the board of 
directors of the New Britain Machine 
Co., New Britain, Conn. He will hold 
the office during the absence of F. G. 
Platt, who is at the Johns Hopkins 
Hospital, Baltimore. 


Frank L. Campbell has become gen- 
eral manager of sales, United States 
Chain & Forging Co., Pittsburgh. He 
succeeds Charles M. Power, resigned. 
Mr. Campbell was formerly manager 
of sales, roofing department, Beaver 
Board Co., Buffalo, N. Y. 








Making a Drive 


on Electrical Home Devices—Tying Up to 


Cold Weather—Exceptionally Forceful Store Paper Page 


Presenting the Electrical Line 


No. 1 (2 cols. x 6 in.) 


The ad reproduced below, sent us by 
G. V. White, publicity manager for the 
Sumner Co., Moncton, N. B., is a type 
of ad we have frequently recommended 
in these columns. The hardware elec- 
trical line has become so varied and 
so all-inclusive that an ad of this kind 
summarizing the line is needed every 
so often to acquaint. the reader of the 
extent of electrical device manufac- 
ture. 

The idea used in making up this ad 
is worth duplicating. Half the space 
is devoted to devices designed to lighten 
housework and the other half to de- 
vices designed for lighting. Another 
very effective way to present your elec- 
trical line is to list each device sepa- 
rately and devote a paragraph of de- 
scription and suggestion to each. In 
other words, list the whole line but 
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CONVENIENCES 
FOR THE HOME. 


Electric A 





Housework is made easier and more 
pleasant by these— 
ELECTRIC— 
WASHING MACHINES, 
VACUUM CLEANERS, 
IRONS, TOASTERS, 
HEATERS, PERCULATORS, 
ETC., ETC, ETC, 


AND BRIGHTER BY THESE 
4 ELECTRIC— 
TABLE and READING LAMPS > ©). 
ADJUSTO - LITES, 
— And — 
EDISON “MAZDA” LAMPS. 








We invite you to visit our Electric 
Department, Second Floor. 
Se ] 











1—The Sumner Co., Moncton, N. B., 
combines lighting and housework in 
this ad 


make the copy sell each device on its 
own particular merits. 

The decorations in this Sumner ad are 
neat and help to make a distinctive 
layout. 

Timely Reading for Cold Weather 


No. 2 (2 cols. x 6 in.). 


William Ludlum, of Howard’s, Mount 
Vernon, N. Y., is responsible for this 
ad, and it certainly should produce re- 
sults now that winter’s official opening 


“Se HOWARD First” 


ASH CAN SPECIAL 


One Hundred Corrugated Galvanized Iron Ash 
Cans, special for this sale only— 


$2.48 each 
COAL STOVE BARGAIN 


For this week only, we will sell any Coal Heating 
Stove in stock at 4 discount of 


20% 


_Stoek includes Cylinder and Glpbe Stoves in great 
variety. 


IN OUR NEW PLUMBING 
SHOW ROOM 


we have on exhibition the complete line of 


PERFECT GAS RANGES 


and all other up-to-date cooking and heating appliances 


and invite your inspection: 
r HOUSE 
Vv 
‘SUPPLIES - 


2—Effective publicity for a sale of coal 
stoves 

















date has been passed. With furnace 
fires being run harder, the need for a 
well-built ash can becomes paramount, 
and as most homes delay the purchase 
of ash cans until the last minute, it 
is safe to assume that Howard’s has 
been busy delivering the $2.48 special. 

Notice that coal stoves are offered 
at 20 per cent reduction, and that the 
reader is invited to inspect a complete 
line of gas ranges and other up-to-date 
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LILATOR TI 


Keep out the smoke, lust and rain. Protect the 
curtains and draperies. Insure clean bir. without 
drafts. Prevent soot from covering the room. 


Continental Ventilators 


9 Inch Narrow 60c; 9 Inch Wide 70c; 15 Inch, 75c. 
to ft window. Made of 
V, in bed room, bath room, office, school and 
[aluable room, hospital 


EQUIP YOUR WINDOWS—BREATH PURE AIR. 


Barker, Rose & Clinton Co. 


Phone 3100 Elmira 











3—Result-getting copy which sold 
ventilators 


appliances for cooking and heating. 

Attention is direction to the catch 
line, “See Howard First.” We believe 
that there is quite a lot of psychology 
in that line and that you will find it 
worth while to use something along the 
same line. 


Solving the Ventilation Problem 


No. 3 (2 cols. x 6 in.). 


Winter weather with its storms 
brings the ventilation problem to every 
household, and now is the right time to 
devote a little space to the popular 
type of ventilator featured in this ad 
recently received from Barker, Rose 
& Clinton Co. of Elmira, N, Y. 

The ad is well handled. The first 
paragraph emphasizes what the ventila- 
tor will do. It will be noted that under 
the center display, the three sizes are 
given; this is important as it indicates 
to the reader that sizes are provided 
for different types of windows, and 
also that the extra large size may be 


ue 























Winchester Ice ae 


are the very latest and best made skates for 
the healthy.and invigoratihg sport of Ice 
skating. We have'a large and complete stock 
of Skates, Combination Shoes and Skates and 
Hockey Stieks. 


FOSTER-FARRAR Ci co. 


162 Main St 











4—Here’s a good example of a small yet 
effective advertisement 


obtained. The text also makes it plain 
that the ventilators are adjustable, and 
further suggests their use for office, 
schoolroom, hospital and workshop. 


Ice Skating Is in Order 


No. 4 (2 cols. x 4 in.). 

The Foster-Farrar Co. ad is the work 
of W. W. Darby, who is adman for that 
firm. It is a very attractive small 
space piece of publicity devoted to 
skates, and if you place such an ad as 
this in the newspapers now, you will 
be certain to attract some business, 

Note the clean-cut effect secured in 
the display by devoting plenty of white 
space to setting off the cut. We sug- 
gest using a cut of this size rather 
than the very small sizes which are 
used by a number of hardware mer- 
chants. A cut of this size does much 
toward creating a desire to invest, in 
a pair of new skates. 


Excellent Layout of Store Paper Page 


No. 5 (8 in. x 11 in.). 

This page is from the store paper 
published monthly by C. Y. Schelly & 
Bro., Allentown, Pa. Readers of these 
columns who have the work of editing 
a store paper will welcome this well 
arranged page. It gives one the op- 
portunity to get away for the moment 


from the stereotyped store paper page | 


in which reading columns and ads are 
combined. We do not mean to criticize 
the latter arrangement, but once in a 
while it is a good thing to arrange 
a page on the order of this Schelly 
display, 

Of course, this arrangement cuts out 
the reading matter, and when it is 
used, you should be careful to cut down 
the number of ads. Note the headings, 
the fine-appearing cuts which are 
furnished by a hardware cut service, 
and the adequate amount of descrip- 
tive matter devoted to each of the seven 
items. 

The recipe in the center makes this 
= of special interest to the house- 
wife. 


Comment on Recent Publicity 


We have received Christmas adver- 
tising from a number of firms. These 


ads will be filed and held for future 
use. Among those who sent in specially 
effective announcements may be in- 
cluded: Faut Hardware Co., Brookfield, 
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Mo.; Joplin Hardware Co., Joplin, Mo.; 
J. G. DePrez Co., Shelbyville, Ind.; 
Weir & Cowley, Ligonier, Ind.; Foster- 
Farrar Co., Northampton, Mass.; The 
Saiter-Morgan Co., North Vincennes 
Hardware Co., and the Liberty Hard- 
ware Co., all of Vincennes, Ind. 


An Interesting Catalog 


The Saml. Hill Hardware Co. of 
Prescott, Ariz., sent us a store catalog 
concerning which they ask our opinion. 


The catalog was designed and written. 


under the direction of William G. 
Greenwood, secretary and treasurer, 
who says that: “The copy was designed 
and written by the writer with no 
other experience than the writing of 
our newspaper ads under the guidance 
of your ‘Publicity for the Retailer’ 
columns, and could never have been 
attempted except for this guidance.” 

A careful examination of the catalog 
warrants us in stating that it is one 
of the neatest as well as one of the 
best writen store catalogs we have 
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seen for a number of months. Irre- 
spective of the fact that it is a home 
town production from start to finish, 
it has the earmarks of a big city job. 
It is exceedingly well printed, and the 
choice of cover and inside paper is 
happy, indeed. The cuts are well 
placed and print sharply. We can’t 
hurl any~ brickbats at the catalog, but 
we can make just one suggestion, and 
that is, the red looked so well on page 
1 that we would have liked to have 
seen a touch of it on every one of the 
other eleven pages. We think, as a 
complete job, the Hill Hardware Co. 
has every reason to be proud of its 
catalog. The title of the @talog is 
unique: “A Visit with the Sam’! Hill 
Hardware Co.” 


Ernest Wallace, 444 Market St., San 
Francisco, Cal., has been appointed as 
Pacific Coast and Rocky Mountain 
States representative for the Moore 
Push-Pin Co., Wayne Junction, Phila- 
delphia. 
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FRUIT PRESSES 


Z 





You'll like these presses because 
they do their work so well and because 
they are so easy to keep clean and in 
good condition. Made entirely of 
metal—well made of best materials 
and useful the year ’round for press- 
ing various fruits and meats. We have 
them in several sizes. 
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Every home should have an electric 
toaster because it’s such a wonderful 
convenience—enables the wife to toast 
right on the dining table without any 

r—Toast as it is |\—always 
hot and crisp. Get one of these splen- 
did toasters and insure delightful 
breakfasts. 














GARBAGE PAILS 


& 


Here is a good chance to buy one or 
two good garbage awa ata bee 
Made of heavy galv: Foaleed iron and 
fitted with reinforced, tight fitting lid 

with handle and strong Fail. 
x 


CIDER PRESSES 











Raisin Cracker Pudding 

4 cups scalded milk, 1% cups rolled 
crackers, % grated nutmeg, 1-3 cup 
melted butter, 1 cup sugar, 4 eggs 
beaten, 1 teaspoon salt, 1% cups rais- 
ins. 

-Paur. the scalded milk...over the 
cracker dust and let it stand until 
cool, add sugar, beaten e; nutmeg, 
salt and butter. Parbolh the raisins 
until soft, drain and add to the other 
mixture 

on ‘all into butted glass puddin; 

and bake ape = two and one-ha’ 
es stirring after the first thirty 
minutes. Serve with any pudding 
sauce «> fr ait juices. 


PERFECTION ‘OIL HEATERS 





CUT DOWN ON YOUR COAL BILLS 





You can save a tidy sum every win- 
ter by using one of these handy ash 
sifters—It’s so well made that it will 
last for years—Fits over the top of the 
ash can —_: ~~ out all of the good 
coal and y burned coal which has 
fallen or aien through the grate— 
so simply and easy to operate that 
even a small boy can use it. 








x 
GLASS BAKING DISHES 





a 
They make J ae meals look bens 


times an attractive and 
much of that dreaded dish wash, editing 
when dinner is aa 





+ 5—C. Y. Schelly & Bro., Allentown, Pa., has combined text and illustrations to good 


advantage im this page of its store paper 














Bonus Bill and Sales Tax Alarm Business 


Much Opposition to Cash Payments—Congress 
Will Not Substitute Beer and Wine Levy 


for Sales Tax—Antitrust Cases 


WASHINGTON, D. C., Jan. 2, 1922. 
\ \ TILL Congress enact a law im- 
posing a general sales tax to 
provide funds to meet the ex- 
penditures to be authorized by the 
Soldiers’ Bonus bill now incubating in 
the Ways and Means Committee? This 
question, of so much importance to 
manufacturers and merchants, is ab- 
sorbing the attention of many senators 
and representatives as Congress re- 
convenes after the holiday recess. 

That a Soldiers’ Bonus bill of some 
kind will be passed at the present ses- 
sion seems to be a foregone conclusion. 
Even President Harding is being 
quoted by the promoters of the legisla- 
tion as committed to it, and both 
Chairman Fordney, of the House Ways 
and: Means Committee, and Chairman 
Penrose, of the Senate Finance Com- 
mittee, are said to have pledged them- 
selves to work for an “adjusted com- 
pensation measure”—when considera- 
tion of the subject last summer was 
postponed to the regular session now 
in progress. 

Fordney, as everybody knows, fought 
to a finish a sales tax as a part of the 
internal revenue revision enacted last 
session, declaring that all the revenue 
that could be raised from that source 
would be needed to pay the bonuses 
Congress would authorize this winter. 
The Ways and Means Committee is 
clearing its desk for action on this 
legislation, and its movements will be 
followed with the closest attention by 
all our national legislators—as well 
as by business men in all lines. 

But everybody here recognizes the 


By W. L. CROUNSE 


tremendous revenue problem involved 
in a cash bonus bill. On any basis 
heretofore discussed the cost would 
range from $1,500,000,000 to $3,500,- 
000,000, the greater part to be paid 
during the year following the enact- 
ment of the legislation. 

While some of the bonus bills con- 
tain optional provisions, permitting ex- 
soldiers to take homesteads on the pub- 
lic lands, or federal aid supplied from 
revolving funds for home building in 
lieu of cash, yet few who have given 
serious attention to the subject believe 
any considerable proportion of those 
entitled to benefits ynder this legisla- 
tion would choose any alternative other 
than cash. It is on this account that 
much of the criticism of these measures 
finds a sound basis, many of the best 
friends of the ex-soldiers expressing 
the belief that a substantial gift of 
cash to all, whether able-bodied or dis- 
abled, would do more harm than good. 


Bonus Means More Taxation 


The objections to a cash bonus have 
recently been voiced by so many con- 
servative members of both houses that 
the promoters of the legislation are 
seriously considering action to prevent 
distribution of cash. Robert G. Wood- 
side, national commander. of the Veter- 
ans of Foreign Wars of the United 
States, at a recent meeting here of 
senators and representatives interested 
in the legislation, declared that, to re- 
move the objections to these measures, 
he was attempting to obtain pledges 
from his organization to accept, in lieu 
of cash, the proposed adjusted service 
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certificates of land and of home aid. | 

It goes without saying, however, that © 
there will be a demand from many | 
quarters for a cash bonus. This will)” 


mean more taxation and a good deal 7 


more. . 
How shall the money be raised? The 
answer to this question will be both | 
interesting and important. 

Don’t take any stock in the stories 
now current to the effect that Con- 
gress can be induced to authorize the 
manufacture of wine and beer, the | 
taxes on which might reach $500,000,- © 
000 a year. The odds are ten to one 7 
against such legislation. 


I am not a prohibition propagandist, 7 


but I trust that, with becoming mod- ~ 
esty, I may assert that I am not a fool. 7 
I know too much about the make-up ~ 
of the average congressman to be mis- | 
led on this issue. 5 

It might be that on a- secret ballot | 
the country would vote for beer and | 
wine. Possibly it would not. I don’t | 
know. ‘ 

But this I do know. The average 
congressman believes that the drys are 


so much more thoroughly organized © 


than the wets that he would very likely 
be defeated for re-election if he should 
vote to legalize wine and beer. 


Beliefs Control Votes of Congress 


He may be wrong, but that’s what 
he believes. And beliefs rather than | 
facts control votes in Congress. 

Of course this does not apply to the 
avowed wets in Congress—about 20 per © 
cent of the membership. They vote 
consistently against prohibition meas- 
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ures, and presumably they reflect the 
views of the majority of their constitu- 
ents, or at least think they do—or don’t 
care whether they do or not. 

More than one “dry” winced when 
Congressman Jimmy Gallivan of Bos- 
ton, in the debate on the Volstead Bill, 
declared that if members “would only 
vote as they drink the pending measure 
would be defeated two to one.” 

But this is not a treatise on the 
status of the prohibition question in 
Congress. It is merely a frank state- 
ment of the reasons why business men 
should not be deluded into the belief 
that the danger of a sales tax may be 
obviated by the substitution of a tax 
on wines and beers. Nothing doing. 


Ready to Frame New Tariff Law 


The Finance Committee having com- 
pleted hearings on the tariff bill, Chair- 
man Penrose and his associates are 
about to review the schedules as passed 
by the House. That many changes will 
be made is well understood. 

That in tariff legislation the House 
proposes and the Senate disposes is an 
ancient aphorism. I have never known 
it to fail. 

The chief obstacle to the early com- 
pletion of the tariff revision is the con- 
troversy over the basis for the valua- 
tion of invoices of imported merchan- 
dise. The American plan is in the bal- 
—_ and the balance is on a pretty even 
keel. 

Special Commissioner Reynolds has 
promised Senator Penrose to have his 
report on the comparability of Ameri- 
can goods with imported products in 
the committee’s hands by January 10. 
The schedules cannot be revised until 
this report has been received and 
digested. 

Then the Finance Committee will 
face the biggest task of the entire re- 
vision; namely, the determination of 
the practicability of substituting the 
American plan for that provided in the 
present law. The prospect for the 
change of system to-day seems to be 
about fifty-fifty. 


More Speed by Congress 


A caucus of Republican members of 
the House will probably be held at an 
early date to lay out the legislative 
program of the season. Incidentally, 
an effort will be made to speed up the 
work. 

The fact is that Congress has been 
moving at a very slow pace, so much 
so that Administration leaders are 
much worried at the outlook for the 
adoption of imnortant measures. The 
tardiness of the legislative mill is em- 
phasized by the fact that since Con- 
gress convened for the regular session 
early in December only one measure of 
consequence—a bill appropriating $20,- 
000,000 to relieve the sufferers in Rus- 
sia, victims of the drought in the Volga 
Valley—has been enacted. 

Upon the return of the members of 
Congress to-morrow, they will face the 
task of trying to redeem their cam- 
paign pledges. The allied funding bill 
providing for the conversion of the war 
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debts owed this country by foreign 
nations into obligations maturing in 
1947, and bearing interest of not less 
than 5 per cent will be brought up in 
the Senate, and will undoubtedly pro- 
voke considerable debate. 

Tariff Bill in a Month 

In the meantime the Senate Finance 
Committee will start the rewriting of 
the Fordney Tariff Bill. Chairman 
Penrose expects the bill to be ready for 
submission to the Senate the latter 
part of January, certainly in early 
February. 

All in all, the outlook is not so en- 
couraging for the administration lead- 
ers who may be forced to resort to the 
“whip” to get results and keep the re- 
calcitrants in line. 

To add to the worries of the leaders 
it now looks as if the treaties to be 
submitted to the Senate by the arms 
conference for ratification will provoke 
long discussions consuming much time. 


President to Enforce Economy 


Great interest attaches to President 
Harding’s recent action creating a Fed- 
eral personnel board under the super- 
vision of the United States Civil Serv- 
ice Commission. This is recognized as 
a long step toward the placing of the 
executive departments on the highest 
plane of efficiency and economy. 

The President intends to put the 
personnel administration on a par with 
private enterprise. It is to work hand 
in hand with the movement to reorgan- 
ize the system of the executive depart- 
ments, so that needless work may be 
eliminated and the whole establishment 
put on a business footing. 

One of the chief purposes of the 
board will be to bring about better co- 
operation between the departments and 
independent Government agencies for 
the purpose of saving money in the em- 
ployment of personnel. The aim is to 
do away with the present practice of 
maintaining all the departments for a 
maximum load of work. In the future, 
under the new scheme, a “floating 
staff” is to be created to go from one 
department to another in periods of 
maximum load. 

Efficiency to be Checked 

Additional economy is expected to 
follow the creation of a system to check 
the efficiency of Government employees 
selected through the civil service. The 
Civil Service Commission will be ad- 
vised of the success or failure of those 
employed, so that there may be a re- 
assignment of personnel or a sepa- 
ration from the service of those who 
are unsatisfactory. 

The tremendous problem of reducing 
the number of Government workers to 
@ more reasonable basis is apparent 
from the figures contained in the last 
report of the Civil Service Commission. 
This shows there are 597,482 Govern- 
ment employees at present, as com- 
pared with an average of 439,798 be- 
fore the war. The hope, therefore, is 
that at least 150,000 may be cut off 
soon, so that there may be a return 
to a prewar basis. 
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Further reductions are hoped for 
with the re-organization of the depart- 
ments and when the combination of 
conflicting bureaus is accomplished. 
Just how much of a cut this will allow 
is not apparent as yet, but those famil- 
iar with the clumsy machinery now 
in vogue, with the keeping of unneces- 
sary records, unbusinesslike methods 
of collecting taxes and conducting simi- 
lar work, insist that this should not be 
less than 20 per cent. 


Big Cut in Washington 


The most striking reduction is ex- 
pected to come in Washington, where 
the number of Federal employees at 
present is out of all proportion to the 
days before the war. There were on 
the rolls on July 1 last, the date of the 
latest report from the Civil Service 
Commission, a total of 78,865 em- 
ployees. This figure has been reduced 
somewhat in recent months, although 
not materially. It is understood that 
there are about 75,000 Government 
clerks now in Washington. 

Before the. war there were never 
more than 40,000 clerks at the capital. 
The number on June 30, 1916, the year 
before the war began was 39,250. 

One of the chief troubles has been 
the inability of the executive to transfer 
clerks from one department to another. 
President Harding, in announcing the 
creation of the personnel board called 
attention to the fact that it was pos- 
sible to transfer fifty or more trucks or 
similar material but not the drivers of 
the trucks. 


Daugherty Goes After the Profiteers 


And now the Department of Justice 
has launched a new drive on the profi- 
teers. The Attorney General has in- 
structed Chief Burns, of the Bureau of 
Investigation, to begin active warfare 
upon extortion among retailers of food, 
clothing and fuel. 

Several score special agents have 
been detailed to make a survey of the 
price situation in all parts of the coun- 
try, for the purpose of developing wide 
variations between wholesale costs and 
retail selling prices. Where the 
“spread” is too great, the Department 
of Justice will strike. 

The Attorney General believes that 
the housewife and others who have to 
deal at retail stores are justified in feel- 
ing keenly incensed over the continued 
taking of unfair profits, when the prod- 
ucers of many of the things that are 
essential in the daily life of the people 
are receiving rock bottom prices for 
their labor and products. 


Beef Steaks Too High 


“The injustice of this high price 
wave among retailers is illustrated 
fairly well when the consumer at 
restaurants is forced to pay $1.25 for 
a sirloin steak that weighs probably 
not more than three ounces,” says Mr. 
Daugherty. 

The Attorney General declares that 
many of the individuals and business 
concerns which were guilty of main- 
taining lawless practices in order to 


defeat the normal laws of competition 
have stopped and promised to obey the 
law. A great many others, however, 
continue to use “long distance conver- 
sational powers,” trying to show the 
Department of Justice that the Gov- 
ernment is wrong. Mr. Daugherty says 
it is entirely up to such persons and 
concerns to decide themselves which 
way they will go. 


Supreme Court Strengthens 
Daugherty’s Hand 


The Attorney General’s power to 
deal with all forms of conspiracy to 
raise or maintain prices has been great- 
ly strengthened by the decision of the 
United States Supreme Court in the so- 
called Hardwood Lumber case, in which 
it was recently held that the widely 
advertised “open price competition” 
plan is illegal and a violation of the 
anti-trust laws. 

The prosecution of the American 
Hardwood Lumber Manufacturers’ As- 
sociation was begun by former Attor- 
ney General Palmer during the Wilson 
administration, and the upper court’s 
decision has been awaited for many 
months by Attorney General Daugh- 
erty before determining upon a policy 
with respect to a large number of trade 
associations, which, according to re- 
ports of the Federal Trade Commis- 
sion, have been exerting improper in- 
fluence through joint activities of their 
members. 

Plans of the Department of Com- 
merce for enlarging its statistical ac- 
tivities in co-operation with trade as- 
sociations also have been held in abey- 
ance until various legal points have 
been passed upon by the Supreme 
Court. 

Under the socalled “open price com- 
petition” plan, several hundred mem- 
bers of the American Hardwood Lum- 
ber Manufacturers’ Association co- 
‘operated in the gathering and distribu- 
tion of statistics on production, con- 
sumption, stocks on hand and other 
market information of value to them. 


New Deadline Drawn 


The hardwood case draws a new line 
of cleavage between what is and what 
is not an illegal combination. If there 
is an open price arrangement the only 
purpose of which can be to control 
the markets, such combinations are in 
opposition to the anti-trust laws. If 
there is no open price agreement, but 
a combination, as in the Steel Corpo- 
ration case, built up with the purpose 
of consolidating productive units and 
cutting down overhead charges, such 
combination is legal so long as it does 
not use its concurrent influence in the 
markets to control prices and restrain 
the trade of its competitors. 

The distinction is not always so easy 
to make as it may appear to be from 
an analysis of the present ruling and 
the decision of the court in the Steel 
Corporation case. But don’t forget 
that the Department of Justice will 
decide for itself whether any particu- 
lar combination is legal or illegal. 

Of course, the courts may be ap- 
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pealed to for a review of any ruling of 
the Attorney General, but court re- 
views are mighty expensive. Then, 
too, Uncle Sam wins about three out 
of four times. 


No Longer a Monopoly 


By a consent decree, the long-pend- 
ing anti-trust suit against the Ameri- 
can Sugar Refining Company has been 
disposed of. The Attorney General has 
announced that an investigation in- 
stituted some months ago into existing 
conditions in the sugar refining indus- 
try had shown in his belief that the 
company “is no longer a trust or mono- 
poly.” 

When the suit was instituted in 1910 
the American Sugar Refining Com- 
pany controlled about 72 per cent of 
the refined sugar industry of the coun- 
try. Mr. Daugherty says its control 
has decreased to about 24 per cent, and 
it is believed under the provisions of 
the decree the consumer can now rest 
assured “that the price he pays for 
his sugar in the future will be the re- 
sult of natural, unrestricted competi- 
tion.” 

This is very interesting and not such 
a puzzle to the layman as the Hard- 
wood Lumber case. Also, it fits in 
neatly with the Supreme Court’s de- 
cision in the steel case in which it was 
shown that whereas the big combina- 
tion started out with more than half 
the industry in its grip, its control 
soon dwindled to considerably less than 
50 per cent. 


Unemployment Greatly Reduced 


Secretary Hoover, chairman of the 
President’s Conference on Unemploy- 
ment, has issued his report on the work 
accomplished and the results obtained 


since the conference made its recom-. 


mendations and adjourned two months 
ago, when it was estimated some 3,500,- 
000 persons were without employment. 
Concrete results already apparent, ac- 
cording to the report, are: 

1. Public opinion, for the first time 
in American history, has been focussed 
on unemployment. 

2. Municipal committees are organ- 
ized for the first time on a nation-wide 
scale to relieve it. 

3. A national clearing house is ready 
to assist the municipalities, with dis- 
trict representatives in the field. 

4. Industry is assuming a share of 
its responsibility to the unemployed. 

5. Municipal bond sales for public 
works have broken all previous records. 

6. Coneress has inaugurated impor- 
tant public works. 

7. A large appropriation for the 
United States Employment Senvice is 
before Congress. 

8. A variety of other measures have 
been introduced in Congress to carry 
out the recommendations of the con- 
ference, such as Senator Kenyon’s bill 
for long-range planning of public 
works. ; 

9. Impetus is being given public edu- 
cation as to the nature of the problem 
of unemployment. 

10. A scientific basis for future re- 
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search is now being laid. 

11. The construction industries are 
being organized nationally and locally 
under public direction, as, for example, 
in St. Louis. 

12. In other notoriously seasonal and 
intermittent industries, such as the 
soft coal industry, stabilization studies 
are being planned. 

13. A thorough investigation of 
methods for controlling the business 
cycle is in progress. 


Creation of National Clearing House 


Continuing, the report states that a 
national clearing house has been estab- 
lished and has greatly stimulated-local 
activities. Two hundred and nine out 
of the 327 cities in the United States 
whose population is 20,000 or more 
have now organized mayor’s emergency 
committees or have signified their 
ability to carry out the conference 
recommendations with machinery al- 
ready in existence. Co-ordination of 
municipal agencies to meet the un- 
employment crisis, expected to reach 
maximum intensity in January or Feb- 
ruary, 1922, is virtually complete. 

“Clean-up” campaigns in various in- 
dustries, as recommended by the con- 
ference, have made rapid progress. 
The enlargement or renovation of 
plants and improvement in equipment 
are being ordered as a direct contribu- 
tion to meet the emergency. There has 
been a general advance of industrial 
operations by employers, directly at- 
tributable to the work of the confer- 
ence. 


Work Found for Two Million 


Mr. Hoover believes that 1,500,000 
and perhaps as many as 2,000,000 men | 
and women are employed to-day who 
would be unemployed if it were not for 
the work of the conference. There has 
been no change in the industrial situa- 
tion sufficiently large to explain this. 
It is believed to be due to a successful 
appeal to local responsibility and the 
sense of service. This pick-up may be 
temporary, but it is certainly a hope- 
ful sign. 

Twenty-seven States composing the 
northeastern section of the country 
showed the award of more building con- | 
tracts in September than in any other 
month this year or in any September © 
on record. The contemplated projects © 
amount to $318,030,600. a 

While this is probably due only in © 
part to the effect of the conference call 
by the President, it is striking to notice 
that in October there were 10,635 pro- | 
jects contemplated in these twenty- | 
seven States, having a value of $394,- 
977,600—$70,000,000 in excess of the 
record in September and more than — 
$100,000,000 in excess of the previous © 
October. There were 8,096 contracts 
awarded having a value of $222,497,- 
500. 

Congressman Ansorge of New York, 
is a brave man. He has introduced a 
bill making it a misdemeanor for 4 
Senator or Representative to belong to 
a legislative bloc of any kind. 

(Continued on page 89) 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 








Office of HARDWARE AGB, 
239 West 39th Street, 
New York, Dec. 31. 


OCAL hardware jobbers are pre- 
iF paring for an increased demand 

in all kinds of hardware prod- 
ucts, according to the following state- 
ments written exclusively for HARD- 
WARE AGB forecasting the trend of busi- 
ness during the coming year. Firms 
not represented failed to send replies 
in time for publication. 

F. B. Limbert- Charles Kurzon. — 
We hold a very optimistic view of what 
the future will bring and feel that 
when spring arrives there will be good 
business prevailing. Our customers are 
more cheerful and show increased con- 
fidence. Dealers from all sections are 
buying a wider variety of goods and 
do not seem at all anxious over quota- 
tions but are more interested in getting 
quick. deliveries. 

Six months ago dealers would shop 
around before buying even small lots of 
goods; to-day their first question is, 
“When can you ship?” There is decided- 
ly more tendency on the part of the 
trade to buy and all indications point to 
a strengthening market which will be 
well reflected in the coming year. 

The building trade is buying good 
quantities of builders’ hardware and 
building is very active particularly in 
the suburban districts. The New York 
State exemption law, and the willing- 
ness of insurance companies to loan 
money for building, have been great 
incentives and builders are expected to 
keep up their good work, all of which 
will surely reflect itself on the hard- 
ware business. We have the opportu- 
nity of speaking to an average of thirty 
hardware men daily and always inquire 
as to the status of their business. The 
answer used to be “Ah rotten” but has 
now changed to “pretty fair” or some- 
thing equally encouraging. 

E. R. Masback, Masback Hard- 
ware Co., Inc.—The prevalent feeling 
among the hardware trade in gen- 
eral of the metropolitan district is one 
of optimism, and justly so. 

If’ building statistics and activity 
can be used as a basis of figuring, a 
resumption of normal business in our 
line is apparent, and 1922 should be 
an excellent year. The writer frequent- 
ly has an opportunity of getting about 
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the city, and the increased number of 
new buildings in work is amazing. 
Further than that, building statistics 
tell us that the projects under consid- 
eration and actually planned, mean 
that we will have more building in 
this district than perhaps in any pre- 
vious year. From a glance, it may ap- 
pear that this would only affect build- 
ers’ hardware, but the resumption 
of building means more mechanics are 
employed, who in turn need tools; more 
families are able to go house-keeping, 
which means more house furnishings. 

The writer does not anticipate a gen- 
eral shortage of merchandise in the 
hardware line, but does feel that there 
will be certain commodities; particu- 
larly those that go in the new build- 
ing, that will be difficult to obtain. 

Unfortunately, there has been propa- 
ganda in all the newspapers that the 
retail hardware dealer is the one who 
is guilty of retarding business, due to 
the fact that he has not declined his 
prices as soon as a decline has been 
made by the manufacturer. This may 
be true in isolated cases, but the deal- 
ers in the Metropolitan district, on the 
whole, are only too willing to abide by 
market conditions and wherever pos- 
sible, have kept their selling prices 
consistent with the new cost. 

Due to the fact that most dealers are 
carrying a smaller inventory than pre- 
viously, and also that they have been 
conservative in buying, in anticipation 
of lower prices, the financial condition 
of many is exceptionally sound. 

New York dealers, on the whole, are 
optimistic, and rightly so, with condi- 
tions becoming more normal every day. 
Nineteen twenty-two should prove a 
profitable year for all of us. 

Oliver Bros., Inc—The one outstand- 
ing feature at present curtailing the re- 
sumption of normal business is sta- 
bility, particularly as it applies to the 
agricultural sections of our country. 
Prices of farm products are too low in 
comparison with the finished article. 
The farmer pays for his hammers, his 
hatchets, his wire cloth and poultry 
netting a price equivalent to so many 
bushels of corn. He could buy a ham- 
mer or hatchet for one bushel of corn 
two or three years ago, but the price 
of corn is now so low and the price of 
the finished article of hardware so high 
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that it requires two or three bushels 
of corn to buy the same article, and 
apparently to start the movement 
toward prosperous times it is not a 
question of just how low a given arti- 
cle goes or just how low corn goes, but 
just how low the given article goes in 
comparison to corn. 

In analyzing the discrepancy in 
ratio between farm products and fin- 
ished articles, we find that the great- 
est single factor perhaps at present is 
freight rates and this is doing possibly 
more than anything to hold up costs 
at present. We would like to empha- 
size, therefore, how necessary it seems 
to us that there be general reductions 
in freight rates, and one of the most 
favorable rays of light that we see at 
present is the fact that this situation 
is becoming universally recognized in 
the trade and the demand is becoming 
almost unanimous that the railroads 
make general reductions. 

We are free to predict better busi- 
ness in 1922, possibly beginning late 
in the spring, although some demand 
should develop as early as February, 
and we predict this improvement be- 
cause we believe there will be a re- 
duction in freight rates by spring and 
because we believe that the tax bill 
just passed, while not a perfect docu- 
ment, will have a very salutary effect 
upon the country as a whole. 

We believe that the trade as a whole 
will be greatly pleased with the Presi- 
dent’s tariff suggestion in his speech 
at the opening of Congress. The Flexi- 
ble Tariff proposition set forth should 
be just the means to remedy the exist- 
ing situation. The collapse-of the mark 
in Germany has had such an effect on 
the rate of exchange that foreign prod- 
ucts are in danger of flooding our mar- 
ket at prices where it is hopeless for 
the American manufacturers to try to 
compete. On the other hand, there are 
some materials produced in Europe 
which would be considerably to our ad- 
vantage to import, and, at the same 
time, we must appreciate that the re- 
habilitation of the foreign countries is 
necessary to aid in real substantial 
prosperity here, and, therefore, for- 
eign manufacturers should be encour- 
aged as much as possible where it works 
no serious injury to the American man- 
ufacturers. A flexible tariff to be fixed 
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as the occasion arises by a tariff com- 
mittee instead of a blanket tariff either 
by American valuation or otherwise 
which fixes a rate regardless of the con- 
ditions surrounding an-article at a par- 
ticular time, should be the solution of 
this serious problem. 

We believe better times are approach- 
ing because of an increase in railroad 
buying and because there is no doubt 
that building is increasing very sub- 
stantially. As yet, and presumably for 
some time to come, building will be con- 
fined to dwellings because prices have 
not as yet reached the point where it 
would seem wise to undertake construc- 
tion which is in the nature of a per- 
manent investment on which the invest- 
or desires a reasonable rate of return 
on his investment over a period of 
years. This residence building will 
necessarily cause a demand for build- 
ers’ hardware, plumbing supplies, wire 
screen cloth, nails, etc. 

We wish to call particular attention 
to the much improved financial situation 
illustrated primarily by the lower dis- 
count rates. It would appear that the 
investor should have no difficulty dur- 
ing 1922 in securing money for legiti- 
mate enterprises. 

We expect that the manufacturers 
will make reductions, particularly in 
hardware and tools and other finished 
articles, but we are inclined to believe 
as far as the raw materials are con- 
cerned that reductions will be few and 
far between. 

Analyzing the market further, we 
note it is history that raw materials 
decline first and the reduction goes 
farthest on a declining market, and it 
has generally been the case that the 
advance of the reduction on the finished 
product has generally followed a simi- 
lar change in price on the raw material 
by about three months. There should 
be a number of reductions in finished 
products during December in order to 
give the wholesalers benefit of the 
lower prices for inventory, but it might 
be that on some articles where prices 
are guaranteed up to Jan. 1, 1922, 
manufacturers will not make a reduc- 
tion during December but wait until 
after Jan. 1st in order to protect them- 
selves against a refund. 

We have been asked many times 
recently just what effect the abandon- 
ment of our Naval program will have 
on the market. It certainly must have 
some effect, but we under no cir- 
cumstances believe that it would have 
any serious consequences. It will be 
noted it is figured that about 225,000 
tons of steel per year would ordinarily 
be consumed in naval armament. The 
steel capacity of the United States is 
almost, if not quite, 50,000,000 tons per 
year and the naval armament require- 
ments, therefore, would only be about 
one half of one per cent of the total 
capacity of the country, whereas, the 
requirements for the railroads, for in- 
stance, heve on one or two occasions 
risen as high as forty per cent of the 
total steel capacity of the United States. 

We really believe, however, that it 
will have a little greater effect than 
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the one half of one per cent indicated, 
owing to the fact that when England 
and Japan and various other countries 
curtail their naval programs also, it 
will have a world-wide effect of possibly 
1,000,000 tons per year, and, in view of 
the fact that the United States is in a 
position to produce about one half of 
the steel requirements of the world, 
necessarily cessation of a world con- 
sumption of one million tons will have 
a little greater effect on the United 
States than our country’s own share. 
However, we believe that additional 
requirements in our own country in 
other sources will more than make up 
this deficit. When the railroads finally 
come into the market in an earnest way 
their requirements will possibly be 
greater than ever before and will, 
presumably, utilize more tonnage 
because practically every railroad is 
adopting heavier equipment than was 
used in the years preceding the war. 
Steel cars are used in a general way 
to replace the wooden equipment, loco- 
motives necessarily far heavier and all 
new bridges constructed necessarily to 
support this heavier rail equipment will 
have a far greater average content of 
steel, 

We believe that in 1922 business will 
improve materially because it is univer- 
sally realized what factors are retard- 
ing development, and means will un- 
doubtedly be undertaken to remedy 
these evils, namely, plans to improve 
the farmers’ purchasing power, gen- 
eral lowering of freight rates, a definite 
tariff program and certain price 
changes to increase stability. The 
realization of what is necessary, more 
than any other factor, makes us pre- 
dict confidently a movement toward 
better times. 

John Shann—Chas. J. Smith & Co.— 
The year of 1922 will not prove profit- 
able to all concerns, but rest assured 
there will be a sufficient demand for 
merchandise to keep the _ live-wire 
jobbers going full speed, We cannot 
help being optimistic regarding the 
business outlook for this year and are 
preparing our plans and campaigns 
accordingly. 

Why? Because there has been a 
decided improvement in general busi- 
ness conditions and the demand for 
merchandise has been gradually in- 
creasing since October 1, 1921 due to 
the fact that international as well as 
domestic problems are showing pro- 
gress, resulting in the restoration of 
confidence. Capital will again be in- 
vested freely in bonds, buildings and 
improvements, giving money a wider 
circulation, more employment to labor, 
and increasing the buying powers of 
consumer to manufacturer, all of which 
are very important factors for good 
business in hardware. 

Hardware dealers’ stocks are deplet- 
ed, which has been conclusively proven 
by the fact that our express and parcel 
post departments have been working 
overtime for months, taking care of 
quick deliveries. 

There is no question in our minds, 
regardless of whether or not prices 
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have been fully liquidated, that dealers 
and jobbers alike will make no mistake 
anticipating their requirements early 
if they expect to take care of the de- 
mand when the season opens. Many 
manufacturers have advised that they 
are not sufficiently organized and have 
no surplus stocks, and therefore would 
not be in a position to take care of any 
quick demands promptly and that it 
would take at least six months to re- 
build their organizations in order to 
bring their outputs up to normal, which 
would be entirely too late to take care 
of spring business. 

We are preparing for a considerable 
increased demand for merchandise dur- 
ing the spring months. Unless require- 
ments are anticipated more than they 
have been by dealers and jobbers alike, 
we look for a general shortage of hard- 
ware during the months of March, 
April and May. 

We experienced considerable difficulty 
last fall in trying to obtain several 
lines of merchandise, due to the in- 
creased demands throughout the coun- 
try and the lack of organization on the 
part of the manufacturers. Prices will 
continue irregular, some advancing, 
more declining, which will retard busi- 
ness somewhat, but in summing up the 
situation, we see no cause for worry, 
feeling confident that the year of 1922 
offers us all a splendid opportunity for 
a good profitable business. 

Oliver B. Surpless—Surpless, Dunn & 
Co.—In my humble opinion, as stated 
on several occasions, it is high time 
that instead of discussions, conferences 
and dinners about trade conditions, 
every man must make the definite 
decision to get back to work, and this 
refers to the employer as well as the 
employee. 

The poor old patient, “Trade Con- 
ditions,” has been on the operating 
table so many times during the last 
year receiving the attention of a bunch 
of hopeless diagnosticians and surgeons 
that his relatives today fail to recognize 
him. 

The United States today is absolutely 
sound both politically and financially. 
The Federal Government is today writ- 
ing wonderful pages of history, bring- 
ing the nations of the entire world 
closer together, inspiring a coopera- 
tive spirit of fraternity in the direc- 
tion of finance, commerce and the re- 
duction of the burden of taxation. 

Nineteen twenty two will positively 
see a resumption in the demand for raw 
material, tools, etc., due to the absolute 
necessity of requirements by the rail- 
roads, municijal construction and home 
building. 

Fortunately, as a people, we are 
discarding the inflated and extravagant 
ideals prevalent with many during the 
last five, years, and are returning to 
a normal state of mind, which element 
will contribute largely to our putting 
first things first. 

We are sincerely convinced that to 
the man who merits same by his hours 
of labor and intelligence, success will 
crown his efforts for the year 1922. 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Dec. 27. 


DULL week in hardware circles 
A is the period between Christmas 

and New Year’s. So far as the 
jobber is concerned, the lull, already 
felt for the last few days, before the 
great holiday is always a time of a 
decided let-up in sales. Most concerns 
have their traveling representatives off 
the road, and expect only a minimum 
amount of business. 

Reports indicate that the retailer has 
enjoyed a holiday trade which has 
measured up to the large totals of 
previous years. Chicago department 
stores seem to agree unanimously that 
sales were the greatest in their his- 
tory. One store passed all previous 
records for packages handled in one 
day, exceeding the prior big day of its 
history by 7000 bundles. Statements 
issued by other stores indicate a larger 
business than anticipated. 


- The public seemed to lean decidedly 
towards practical presents this year, 
and that attitude proved helpful to 
the hardware dealer, who leads all 
others in supplying articles of real 
usefulness. 


Jobbers and retailers alike are ar- 
ranging their affairs for inventory. In 
the large jobbing houses, records are 
being gone over and stocks placed in 
such shape that the actual writing of 
the inventory can be accomplished in a 
day’s time. . 

The important price change of thi 
report is a decline in nail quotations, 
a reduction of 40 cents per keg being 
noted, making the new base $3.25. 
There have been corresponding price 
reductions on wire products. Alarm 
clocks also show a decline. 


Automobile Accessories.—Sales are at 
the low ebb and not much improvement 
is looked for while cold weather pre- 
vails. There are no price variations 
this week. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Reliable jacks, No. 46, $2.65 each, 
lots of 10, $2.25 each; No. 1 standard jacks, 
$2.75 each, $32 per doz.; Twin cylinder foot 
pumps, heavy duty, $1.35 each, $15.00 doz. 
Simplex jacks, No. 36, $1.75 each, doz. 
lots, each $1.60. Stewart hand horns, $4.00. 
Weed chains, 30 x 3%, 25 per cent discount 
single pair lots; 33% per cent discount 
single lots; Rid-O-Skid chains, 25 to 33% 

Tr cent off. Inner tubes, red, 30 x 3%, 
1.90 each; gray tubes, 30 x 3%, $1.50 each. 

yon bumpers, No. 105, $10.75; No. 101, 
$8.25. Bethlehem spark plugs, special Ford 
type, lots of 100, 36c. each; mica type 
Bethlehem spark plugs, 80c. each, 78c. 
lots of 99, 74c. lots of 100 to. 499; standard 

elain Bethlehem plugs, 58c. each, 56c. 

of 99, 55c. lots of 100 to 499; Hercules 
Giant plugs, 60c. all sizes; Hercules Junior 
Dlugs, 35c. all sizes; Splitdorf plugs, less 
than 100, 67c. each, 100 lots, 63c. each; 
Splitdort plugs special for Fords, 50c. each, 

lots 48c, each; Champion X plugs, 50c. 
each, 100 lots, 4&c. each; Champion 0 plugs, 
8c. each, 100 lots, 56c. each, 1000 lots, 54c. 
each; Champion heavy duty plugs, Dodge 


» 58c. each, lots of 100, 56c. h, lot 
of 1000, 54c. each, he rings 3 we 


Alarm Clocks.—Reductions of $1.50 
to $2 per doz. are noted on the principal 
of alarm clocks, The declines 

vary from 15 to 25 per cent and repre- 





HARDWARE AGE 


CHICAGO 


sent one of the sharpest reductions yet 
noted on this line. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: American, $11.76 doz. lots, case 
lots, $11.04 doz.; Blue Bird, $13.20 doz. 
lots; case lots, $12.84; Bunkie, $21.48 doz. 
lots; case lots, $20.16; Lookout, $13.20 doz. 
lots; case lots, $12.84 doz.; Sleepmeter, 
$15.12 doz. lots; case lots, $14.64 doz. 

Axes.—Good business is being en- 
joyed in axes, and prices are clinging to 
the old figure. Some dealers expect a 
price decline after the first of the year. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted unhan- 
died axes, 3 to 4 Ib., $ base, good 
quality black unhandled axes, same weight, 
$13.50 base; single bitted handled axes, 
$16.50 to $22 per doz. 

Bicycles and Tires.—These goods are 
being pushed for future shipments and 
as prices have been considerably re- 
duced, quite a little interest is ex- 
pected from now on. 

Builders’ Hardware.—Factories re- 
port that they are enjoying particularly 
heavy business for this season. Orders 
continue to come into the jobber in 
good volume, and building activity is 
going ahead on a large scale when 
weather conditions are considered. The 
trade seems to feel that there is to be 
a continuance of this prosperity and 
that it will increase with the coming 
of spring. 


Cotton Gloves.—The price tendency is 
toward firmness. Sales have been of 
good volume. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6 oz. knit wrist gloves, $1.20 doz.; 
8 oz. knit wrist gloves, $1.45 doz.; 10 oz. 
knit wrist gloves, $1.80 doz.; 8 oz. plain 
husking mittens, $1.15 doz. pairs. 

Copper Rivets and Burrs.—Prices on 
all copper products are stronger. Cop- 
per rivets in this market have not ad- 
vanced at yet. Sales are very large. 


‘We quote from jobbers’ stocks, f.o.b. 
Chicago: Standard sizes and packages, 50 
per cent discount. 


Chains.—Sales have been of a steady 
character with prices at an unchanged 
level. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Proof coil chains, $8.25 per 100 
lb., %-in. weldless coil chains, 50 per 
cent off list; No. 00 4% electric welded cow 
ties, $2.75 per doz. 

Cutlery—The Christmas demands 
for cutlery have been large and have 
left stocks more or less incomplete. 
The jobber is expected to be actively in 
the market during the coming weeks 
replenishing his stock, and the retailer 
also should be a good customer for 
cutlery after his inventory is; lom- 
pleted. Well informed authorities say 
that no important price changes need 
be expected in the near future on cut- 
lery. 


Cooking Utensils.—Reductions, effec- 
tive Jan. 1, have been announced on 
prominent lines of aluminum ware. 
Priscilla Ware and other well-known 
lines of aluminum cooking utensils have 
been reduced about 10 per cent. Busi- 
ness in these wares has been very good. 
Manufacturers report orders are being 
received in good volume. 

Eaves Trough and Conductor Pipe. 
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—Sales have been of fair volume at 
prices which show no change. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5 in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gagy., 3 in. 
corrugated conductor pipe, $4.50 per 100 
pot corrugated 3 in. conductor elbows, $1.55 
Oz. 


Files.—Prices are without change 
and sales have been just fairly large. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off list; 
Nicholson files, 50-10-10 per cent off list; 
Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 


Flint Paper and Cloth.—No price 
variation is noted and sales have been 
of fair volume. 

We qtote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper, No. 0, 


$4.50 per ream; first quality emery cloth, 
No. 0, $27 per ream. 


Galvanized Ware.—Immediate re- 
quirements only are being covered by 
the dealer with the result that no heavy 
orders are being received at the pres- 
ent time. 

Glass.—The demand has been unusu- 
ally large for this season of the year, 
due to a more active building program 


than is general at this season. Prices 
are unchanged. 
We quote from jobbers’ stocks, f.o.b. 


Chicago: Single strength A, all sizes, 81 
per cent off; single strength B, all sizes, $1 
per cent off; double strength A, all sizes, 83 
per cent off; double strength B, 11 sizes, 83 
per cent off; putty in 100-lb. kits, $4.75; 
commercial putty, $4.10; glaziers’ joints, 
Nos. 1, 2 and 3, one doz., 75c. 
Hatchets.—The reduction noted in 
hatchets last week is expected to be 
in effect for some time, which makes it 
safe for the retailer to stock for a 
reasonable period in this line. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality broad 
hatchets, $16 doz.; Competitive grade, $12 
doz.; warranted shingling hatchets, $12.00 
doz.; Competitive forged shingling hatchets, 
$8 doz. 

Hammers. — Last week’s price re- 
ductions have encouraged the retailers 
to sort up their stocks, which are in 
a rather run-down condition. 

We quote from jobbers’. stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12.00 per doz.;: Competitive forged 
nail hammers, $6.00 to $9.00 per doz.; cast 
steel hammers, $4 per doz. 

Hickory Handles—Steady business 
has been enjoyed in hickory handles 
for several weeks. Prices are con- 
sidered attractive. 

We quote from jobbers’ 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special white 
growth second hickory, $4.50 doz.; No. 4 
hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.20 doz. 

Hose.—Soon after the first of the 
year a large volume of future orders 
is expected in hose. Prices are con- 
sidered very reasonable when the firm- 
ness of the raw material market is 


taken into consideration. 


stocks, f.o.b. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. molded reel hose, good 
quality, 13%c %-in. 3-ply good quality 


duck hose, 13%4c.: %-in. 4-ply good quality 
duck hose, l16c.; %-in. 5-ply multiple hose, 
10%c. 

Lawn Mowers.—More interest in 
this item is expected within a month 
or so. Up to this time efforts to secure 
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future business have not been entirely 
successful, 

Lanterns.—The trade is looking for 
a price reduction after the first of the 
year, and no business of any volume is 
expected until an opportunity has been 
taken to see if this will materialize. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns, hot blast, 
$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.;. with large founts, 
$16 per doz.; best tubular lanterns, $9.50 
per doz.; Competition Janterns, No. 6 tubu- 
lar, $7.80 per doz. 


Ice Skates—Some reorder business 
on ice skates is now coming in. Prices 
are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: North Star aluminum finish racer 
or hockey for men and women, $9 pair; 
North Star nickel finish racer or hockey for 
men or women, $10.25 pair; key clamp 
rocker, steel runners, bright finish, 90c. 
pair; key clamp rocker, steel runners, 
nickel finish, $1.15 pair; key clamp hockey, 
polished cast steel runners, $1.20 pair; key 
clamp hockey, carbon steel runners, $1.60 
pair; half key clamp rockers for women 
and girls, $1.10 pair; half key clamp hockey 
for women and girls, $1.51 pair. 

Nuts and Bolts.—Steady sales of nuts 
and bolts have been enjoyed. Prices 
are the same. 

We quote from cng rd stocks. f.o.b. 
Chicago: Large carriage bolts, 60 per cent 
off list, small carriage bolts, 60-10 per cent 
off list; large sized machine bolts, 60-5 per 
cent off list; small sized machine bolts, 60- 
10 per cent off list all stove bolts, 80 per 
cent off list; all lag screws, 60-10 per cent 
off list. 

Nails.—Prices have been reduced 40 
cents per keg. It is expected that 
orders should come in with more free- 
dom on this new basis. The reduction 
on common wire nails is from $3.65 per 
keg to the new base of $3.25 per keg. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.25 per keg 
base. 

Rope.—Sisal fibre is reported strong 
with an advancing tendency due to the 
recent increases in the Mexican export 
tariff. 


We quote from jobbers’ stocks, f.c.b. 
Chicago: Highest quality manila rope, 
standard brands, 17%c. to 18%c. per Ib. 

o. 2 manila rope. 16c. to 16%c. Ib. base; 
so-called hardware grade, manila rope, 
12%c. Ib.; No. 1 sisal rope, highest quality 
standard brands, 12%c. to 13%c. lb. base; 
No. 2 sisal rope, standard brands, lic. to 
11%c. Wb. base. - 


Roller Skates.—With a price reduc- 
tion of 10 per cent, the jobber is look- 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Dec. 31, 1921 


TOCK taking by the local hardware 

jobbers is practically over. All that 
remains are a few headaches for those 
who have to figure out the value of 
stocks. In this instance results ob- 
tained from stock figuring probably 
will be unsatisfactory to owners of 
shelf hardware jobbing houses due to 
indicated price changes by manufac- 
turers during January. 

In the last few days of 1921 a large 
number of price changes came to hand, 
but it is generally believed among job- 
bers the movement has just begun. 
Those new prices received from the 
manufacturers do not show any open 
slashing of prices, averaging as they 
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ing for good business on future orders 
of roller skates soon after the first of 
the year. 

Steel Goods.—Prices have been es- 
tablished for the 1922 season and some 
future business is being placed. 

Stove Pipe—Prices are holding to 
the early season figure and sales are 
of a steady character. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $10.50; 30 gage, 
$11.50; 28 gage, $13.70; 26 gage, $16.40; 6-in. 
elbows, 30 gage, $1.25; 28 gage, $1.45; 26 
gage, $1.70 per doz. 

Singletrees—Good business has been 
enjoyed. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 34-in. strap end varnished single- 
trees, $9 doz.; 48-in. doubletrees, $12 doz.; 
40-in. neckyokes, $11.50 doz. 

Solder and Babbitt Metal.—After two 
successive price advances of $1 per 100 
lb. the market shows no new prices 
this week. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $22 per 
100 Ib.; medium 45-55 solder, $21 per 100 
Ib.; tinners 40-60 solder, $20 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metal, $7 per 100 Ib. 

Sledges, Mauls and Wedges.—Two 

-recent price reductions have been made 
and should stimulate business. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Striking and B. 8. sledges, 5 to 
16 Ib., $8.40 per 100 lb.; wood chopping 
mauls, 5 to 8 Ib., $12 per 100 Ilb.; common 
fluted wedges, 3 to 6 lb., $7 per 100 Ib. 
Sash Weights.—Good business has 

been enjoyed up to this time. 
We quote from jobbers’ stocks, 
Chicago: Sash weights per ton, $38. 
Steel Sheets—No large sales are 
noted, but the total volume of business 
is of fair size. Prices show no sign 
of softening. 

We quote from jobbers’ stocks, f.9.b. 
Chicago: 28 gage galvanized sheets, $5.15 
od bg lb.; 28 gage black sheets, $4.15 per 


f.o.b. 


Stove Boards.—Reorder business in 
stove boards has made this item a 
fairly active one. Prices have not 
varied since an announcement of a re- 
duction for the new season. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Crystal wood lined square boards, 
26-in., $14.45 doz.; 28-in4 $16.95 doz.; 30- 
in., $19 doz.; Crystal paper lined stove 
boards, square, 26-in., $8.15. doz.; 28-in., 
$9.10 doz.; 30-in., $10.80 doz. 


Sash Cord.—There is no change in 
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do perhaps not more than 10 per cent. 
The point is, however, the jobbing trade 
would have preferred to have the man- 
ufacturers do their price changing 
prior to to-day so that jobbing inven- 
tories adjusting could have been con- 
summated at one time and the market 
allowed to settle down to a steady 
basis. The jobbers are of the opinion 
that any further stringing out of the 
adjustment in manufacturers’ prices 
will keep the hardware market in con- 
stant turmoil of uncertainty. 

But, in connection with the reductions 
in prices, as announced by the manu- 
facturers during the past week, many 
of them indicate lists are now down 
to rock bottom and further downward 
revisions, if more are to come, will 
not be made during the next six 
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price, the trend being towards firm- 
ness. Considering the season the de- 
mand is exceptionally good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 doz. hanks. 

Screws.—Little freer buying is re- 
ported after the reduction of two weeks 
ago. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 80-10-10 
per cent off list; round head blued, 77%- 
10-10 per cent off list; flat head brass, 
75-10-10 per cent off list; round head brass, 
7244-10-10 per cent off list; japanned, 72%4- 
10-10 per cent off list. 

Sporting Goods.—New prices will be 
issued on practically the whole range 
of sporting goods immediately after 
the first of the year. The abolition of 
the war tax is not the only reduction, 
and manufacturers are supplementing 
this saving with further declines, mak- 
ing prices fully 25 per cent lower on 
some baseball goods. Substantial re- 
ductions on golf, tennis and croquet 
goods are also noted. The jobber is 
looking for a lively business in sport- 
ing goods soon after the opening of the 
new year. 

Traps.—Business continues good at 
prices that are unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 0 Victor, $1.71; No. 1 Victor, 
$2.01; No. 1 Victor Giant, $2.56; No. 1 
Victor, $3.05; No. 0 O 

. ; a 
Triumph, $2.01; No. 1% riumph, $3.05; 
No. 115 X Triple Clutch, $3.25, 


jire Goods.—Prices on fence and 
barbed wire have been reduced to con- 
form with the new base on nails. Re- * 
ductions on wire goods vary from 35 
cents per 100 Ib. to 40 cents per 100 
lb. It should be noted that the quota- 
tion given for 12 mesh black painted 
wire cloth is lower than the market 
and is a price made by the leading 
Chi-ogo jobber and not the result of 
iny change in the manufacturer’s price. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $3 per 
v0 Ib.; galvanized barbed wire, $3.90 per 
i00 Ib.; 12 mesh black painted wire cloth, 
$1.90 to $2 per 100 sq. ft.; poultry netting, 
56 per cent off; galvanized after weaving, 
51 per cent off; catch weight spool galvan- 
ized cattle wire, $3.90 no 100 1lb.; 80 rod 
spool galvanized hog wire, $3.40 per spool; 
No, 8 galvanized plain wire, $3.50 per 100 Ib. 


months, at least, and possibly through- 
out 1922. Such indications, coming as 
they do from so many producers, are 
significant. They possibly mean the 
hardware market is on bottom unless 
radical and unforeseen changes in 
other economic conditions develop. In 
fact, the price situation, even though 
it has been more or less confusing the 
past few days, really is more reassur- 
ing than it has been before in approxi- 
mately one year. 

| Some of the retail dealers inter- 
iviewed the past two or three days 
apparently are convinced hardware 
values are at approximated bottom, and 
that one is reasonably secure in plac- 
ing orders for future requirements. 
/Retail buying in volume, however, 
probably will not start for about 4a 
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month because the average concern 
waits until January or February to take 
stock and naturally holds off on pur- 
chases until after that ordeal is over. 

One thing, then, is certain, and that 
is the retail trade is entering the new 
year with a great deal more confidence 
than it had Jan. 1, 1921. Confidence 
is a great thing to have in one’s busi- 
ness as well as in one’s self, and if 
everybody gets it the battle is half 
won. A year ago everyone was specu- 
lating mentally how far prices would 
go down, and how little business they 
probably would do. The average retail 
concern did a remarkably good busi- 
in 1921, and at the same time materi- 
ally worked down inventories. In the 
meantime, the adjustment of prices pro- 
ceeded without serious embarrassment 
to the retail dealer, so naturally he has 
confidence, 

With the retail trade confident, and 
average retail stocks much smaller 
than usual, about the only possible dis- 
turbing element in prospect is a lack 
of demand from consumers. The retail 
dealers we have talked with recently 
say it is hardly creditable that the 
more than 100,000,000 people in this 
country of ours are going to stop buy- 
ing hardware for a year. They do be- 
lieve, however, the retail hardware 
dealer is entering a period of keen 
competition for business and that goods 
and places of business must be made 
attractive to customers. None of them 
informed us they expected to be down 
and out at the end of 1922. On the 
contrary, they feel reasonably certain 
they will be richer than they are to-day. 
They intend to go after the money. 
You can’t keep an American down who 
feels that way about things. 

Automobile Accessories. — Reliable 
authorities say that at the close of 
business to-day there will be approxi- 
mately 597,800 pleasure cars and 
107,760 trucks registered in New Eng- 
land. If this be true, there will be 
19.5 per cent more pleasure automo- 
biles and 11.4 per cent more trucks in 
this section of the country than there 
were a year ago, or a total of 30.9 per 
cent. Granting these figures are cor- 
rect, there is no reason or excuse for 
a retail hardware dealer carrying a 
line of automobile accessories to get 
bearish on the market, especially as 
the automobile manufacturers have 
started price cutting once more, there- 
by placing cars within the reach of 
thousands of additional people. The 
hardware jobber,.on the other hand, is 
up against price cutting by competitors 
all the time, as well: as constantly 
changing styles, In addition, he has 
ever before him the problem of theft 
from stock, which ‘is resold to local 
concerns who are not fussy whom they 
do business with.. This theft business, 
however, has been pretty well cleaned 
up locally. The new method of doing 
business with the retail hardware 

r, as announced by the Ford com- 
pany, as a rule, is favorably com- 
mented upon in jobbing circles, because 
it is felt it will simplify the jobbers’ 
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Ford parts problem. One type of com- 
position belts for Ford cars has been 
reduced about 10 cents, but otherwise 
prices for the standard lines of acces- 
sories show little, if any, change. The 
general tendency of accessories prices, 
however, is still downward. 

Banks.—The Shonk Works, American 
Can Co., Maywood, Ill, has issued a 
new price list on registering and 
adding banks, effective Jan. 1. 


We quote from Boston jobbers’ stocks 
In less than three dozen lots, UsaveA penny 
banks, $6.48 per doz.; UsaveA dime banks, 
$6.48; American penny banks, $8.63; 
American dime banks, $8.63; all nation 
bank, $8.63; Commonwealth, $12.95; Thrift, 
$17.26; Provident, $17.26; Prosperity, $21.58; 
Home, $25.90; Security, $30.21. 


Bathroom Fixtures,—At least some 
of the important manufacturers of 
bathroom fixtures have come out flat- 
footed and said there will be no change 
in prices for same for the time being, 
at least. The cost of manufacture, as 
it relates to bathroom fixtures, is un- 
derstood to be very high, and raw ma- 
terials have not changed enough in 
price to warrant any revision in the 
finished product quotations. It is an- 
ticipated the demand for this class of 
merchandise from now on will show 
steady expansion. 

Batteries and Bulbs.—The year 1921 
will go down in hardware store mer- 
chandising history as one of the most 
satisfactory on record, both as regards 
the quantity of goods sold and profit 
to the wholesale and retail dealer. The 
rank and file of retail hardware deal- 
ers, although they ordered more freely 
than ever in 1921, will carry over com- 
paratively little stock. The Delta El]ec- 
tric Co., Marion, Ind., is out with the 
announcement that, effective Jan. 1, 
miniature bulbs are 10 per cent higher. 
This bit of information is refreshing 
to the members of the trade who are 
somewhat disturbed over the general 
decline in values. 


We quote from Boston jobbers’ stocks: 

Batteries. — Leading makes, 
tubular, 3-cell, 50c. list; 2-cell, 26c., 30c. 
and 35c.; Eveready, No. 719, 5-cell, $1.20; 
No. 710, 5-cell, $1.10; No. 731, 5-cell, $2. 
Unit cells, Eveready, No. 935, 15c. each 
list; No. 950, 17c. 

Bulbs.—Eveready, No. 1162, 3.8 voltage, 
30c. each list; all other numbers and 
voltage, 20c. each. 

Cases with lamps.—Tubular, fibre, 54 x 
1%-in., $1.05 list, nickel, $1.25; 6% x 1\%-in., 
fibre, $1.35, wierd. “ee Spetinests. ‘ue 
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lamp) No. 2672, $3.25; 2674, $3.50 
Pocket No. 6993, $1.45 list. 
Discounts.—Flashlight cases, tungsten 


batteries and unit cells—six unit packages, 
one delivery, 45 per cent discount. Less 
than six unit packages, one delivery, 40 
per cent. 


Blocks.—The local market on tackle 
blocks shows a slight decline, follow- 
ing a reduction in manufacturers’ lists. 

Bolts and Nuts.—The consumption of 
bolts and nuts since last reports has 
been limited, but is expected to materi- 
ally improve during the next month or 
so. At the moment prices appear 
steady, but jobbers are apprehensive 
as to the influence of the recent reduc- 
tion of $5 per ton in wire goods on 
the market for small sizes of bolts. 
Nothing the mills say, however, in- 
dicates any weakening of prices. The 
market here is by no means over- 
stocked with bolts and nuts, which 
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probably is the most favorable feature 
of the situation to-day. 


We quote from Boston jobbers’ stocks: 
Machine bolts with H P nuts, % x 4-in., 
smaller and shorter cut threads, 60 and 5 
per cent discount, larger and longer, 60 per 
cent discount; with C T D nuts, 50 and 10 
per cent discount; tap bolts, 25 per cent 
discount; add 10 per cent discount for 
hexagon heads; common carriage bolts, 50 
and 10 per cent discount; stove bolts, 75 
and 10 per cent discount; bolt ends, 60 
per cent discount; tire bolts, 60 per cent 
discount. 

Nuts, H P, all kinds, 3c. off list; C P C 
and T, all kinds, 3c. off list; semi-finished 
hexagon nuts, 9/16-in. and smaller, 8) per 
cent discount, larger, 70 and 10 per cent 
discount; finished case hardened nuts, 70 
per cent discount; machine screws, nuts, 
iron, list: machine screws, nuts, brass, 25 
per cent discount. 


Bottles —Landers, Frary & Clark, 
New Britain, Conn., is out with a new 
list, which includes quotations on 
vacuum bottles, but, due to the rush 
of stocktaking, local jobbers have not 
been able to analyze it. Provided 
changes are to be made, definite action 
will be taken by the jobbers before the 
close of another week. This much can 
be said, indications are the jobbing 
houses probably will allow the retail 
hardware trade the same discount as 
heretofore on this particular line of 
bottles. Belief here is that other man- 
ufacturers of bottles will come out 
shortly with new lists. 


We quote from Boston jobbers’ stocks: 

Bottles.—Thermos, brown steel cases, 
pints, $1.70 ist; quarts, $2.50; corrugated 
nickel, pints, $3.50; quarts, $5; smooth 
nickel pints, $4.25; quarts, $5.50; discount, 
25 to 10 per cent. Universal bottles, same 
price and same discount. Ferrostat, black 
finish, pints, $7.50; leather finish, $8.50; 
quarts, black finish, $10; leather finish, $11; 
2-qt., black finish, $15; leather finish, $16. 
Discount, 30 per cent. 

Jugs.—Ferrostat, qt. No. 404, Verde cop- 
per finish, $14 each, less 30 per cent dis- 
count. 


Bread Makers.—A new price list has 
been issued by Landers, Frary & 
Clark, New Britain, Conn., on bread and 
cake makers, and the understanding is 
local quotations will have been gone 
over before the close of another week. 
As for the discount jobbers allow the 
retail dealers, indications are it will 
not change. -+ 

Chalk Line Reels.—Boston jobbers 
have slightly lowered their prices 
quoted for the popular selling chalk 
line reels, due to a revision in pro- 
ducers’ lists. , 

Chisels.—Practically every producer 
of chisels in the country selling to the 
New England trade has by this time 
come out with new prices for 1922. 
On the average, quotations show a re- 
duction of 10 per cent, and most of the 
local jobbers have revised their prices 
accordingly. Local prices on chisel 
handles have been reduced slightly to 
conform with new lists issued by the 
producers of same 

Cooking Ware (Glass).—The Corn- 
ing Glass Works, Corning, N. Y., pro- 
ducers of Pyrex, have notified the local 
jobbing trade that production is again 
being increased in an endeavor to meet 
the demand for stock orders for early 
1922 delivery. The company’s policy 
for 1922 will be to establish prices 
which can be guaranteed against 
change for the year requirements. New 
prices announced by the company bring 
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the list back to practically a 1918 basis. 
Jobbers heretofore quoting Pyrex ware 
at 30 per cent discount, hereafter will 
give 33 1 3 per cent discount. 


We quote from Boston jobbers’ stocks: 

Casseroles. — Round, deep, i1-qt., $1.50 
each, 1%-qt., $1.75; round, shallow, 1-qt., 
$1.50; 1%-aqt., $1.75; round, individual, 8-oz., 
70c.; round, standard, 1-qt., $1.50; 1%-at., 
$1.75; oval, shallow, beefsteak, 1-qt., $1.50; 
1%-at., $1.75; oval, standard, 1-qt., $1.50; 
1%-qt., $1.75. 

Pudding dishes.—Round, deep and round, 
standard, 1-qt., 85c. each; 144-qt., $1; 2-at., 
$1.20. Oval, shallow and oval, standard, 
1-qt., 85c. each; 1%-qt., $1; 2-qt., $1.20. 

Baking dishes.—Oval, shallow, 9-0z., 40c. 


each; 12%-oz., 55c.; 18%-oz., 60c. Indi- 
vidual pie dish, round, 6-oz., 25c. each; 
8-oz., 30c.; 12-0z., 40c. 

Pans.—Bread, 90c. and $1.50 each; bis- 
cuit, 85c. and $1.25; cake, round, Tic., 
square, $1 and $1.50. 

Pie plates.—Narrow rim, Tic. and 90c. 
each; wide flange, 50c. to $1.10. 

Custard cups.—Round, 4-oz., 20c. each, 


6-0z., 25c.; oval, 5-oz., 30c.; French pattern, 
4-0z., 20c., 6-02., 25c. 
Bean pots.—Round, $1, $1.75 and $2.50 
each. 
Terms.—Jobbers’ terms are 33% per cent 
off list. 


Clocks.—The Western Clock Co., La 
Salle, Ill, manufacturer of Westclox 
clocks, recently issued a new price list, 
which shows a decline on some of those 
numbers that sell well in this section 
of the country. 


We quote from Boston jobbers’ stocks: 
Alarm.—Waterbury, Call, in leas than 
dozen lots, $1.20 each; in dozen lots, $1.13; 


in cases of 48, $1.09. Sleepmeter, less 
than dozen, $1.57; dozen, $1.53; case, 
$1.47. Lookout, less than dozen, $1.44; 


dozen, $1.39; case, $1.34; Bunkle, less than 
dozen, $2.22; dozen, $2.18; case, $2.14; Bingo, 
less than dozen, $2.48; case, $2.33. 
Alarm.—Waterbury, Call, in less than 
dozen lots, $1.50; in dozen lots, $1.36; in 
cases containing 50 clocks, $1.29 each. 
. white dial, $1.88; radium dial, 
$2.56. Daybreak, $2.13. Turnout, radium 
dial, $2.19. Cyclone, $2.91. 
Alarm.—New Haven, Tattoo, $2.25 each; 
oval brass or silver plated, $2.90, 
Wood time clocks, $3 to $4.50 each. 


Cutlery.—Local jobbers anticipate a 
great many changes in prices named by 
the various makers of cutlery. Up to 
date very few of the manufacturers 
have issued new price lists. Landers, 
Frary & Clark, New Britain, Conn., 
intimates reductions in its prices on 
cutlery will be forthcoming early in 
January, when new catalogs will be 
mailed the jobbing trade. The com- 
pany also announces that this branch 
of its business hereafter will be han- 
died as a separate organization—the 
Universal Cutlery Works—which, it is 
believed, will work out to the advantage 
of itself and the hardware trade. The 
H. C. Hart Mfg. Co., Unionville, Conn., 
has issued a new price list on knives, 
forks, orange and fruit knives, etc. 

Egg Beaters.—A new price list has 
been issued by Holt-Lyon Co., Sauger- 
ties, N. Y., on egg, carpet and rug 
beaters, mayonnaise mixers and whips. 
The Dover Stamping & Mfg. Co., Cam- 
bridge, Mass., also has made a reduc- 
tion in prices quoted on genuine and 
standard Dover egg beaters. 

Electrical Goods.—Landers, Frary & 
Clark, New Britain, Conn., are out with 
new list prices which suggest some 
likelihood of a change in the discount 
allowed by local jobbing houses to the 
retail trade. In its announcement of 
the new list prices, the company states 
it feels it has successfully met con- 
ditions created by other heating device 
manufacturers, and that its prices com- 
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pare more favorably with pre-war than 
do those of many kinds of raw material 
purchased, or labor costs, or than the 
prices of manufactured metal merchan- 
dise in general, or the cost of living 
itself as shown by Government reports. 
Furthermore, it states that every ele- 
ment likely to affect its costs within the 
next six months has been anticipated 
and included in the new schedule of 
prices. Manning, Bowman & Co., 
Meriden, Conn., also has issued a re- 
vised price list on electrical appliances, 
etc. 


We quote from Boston jobbers’ stocks: 
lrons.—Hotpoint, 30 per cent discount. 
Damanco, in lots of five or more, $3.35 each; 
in lots of less than five, $3.50 each; Shel- 
don, $3.25 net, each; Universal nickel 
plated, | . 901, $7.50 each; No. 902, $6.75; 
No. 905, $6.75; No. 708, $8.75; No. 9021, 
$6.50; No. 9023; $6.25; No. 9051, $8. Dis- 
count, 30 per cent; 12 pieces or more, 30-5 
per cent; 24 pieces or more, 30-7% per cent. 
Heaters.—Hotpoint, 30 per cent discount; 
Universal, No. 9952, sunburst type, $11.50 
list; discount, 30 per cent. 
Percolators.—Coffee, Universal, No. 9166, 
nickel, $22.50; copper, $24; silver, $26.50 
each; No. 9169, nickel, $25; copper, $26.50; 
silver, $29; No. 159, $2.50 each, net. Dis- 
count, 30 per cent; 12 pieces or more, 30-5; 
24 pieces or more, 30-7% per cent. 
oasters.—Universal, nickel, No. 945, 
$7.50 each; No. 946, $6.75. Discounts same 
as on other goods. Reverso, $5.75, net, 
each; Star, $3.76 net, each. 
Grilis.—Universal, nickel, No. 984, $12.50 
each; No. 982, $11.50. Discounts same as 
on other goods. 
Heat Pads.—Universal, nickel, No. 9940, 
$10.75 each. Discounts same as on other 


goods. - 

Curtin lrons.—-Universal, nickel, No. 
9901, $6.25 each; No. 99011, $6.75. Discounts 
same as on other goods, 


Ranges. Two burners, with qui! and 
= No. 9688, $31.50. Discount, 30 per 
cent. 


Iron and Steel—The demand for iron 
and steel since last reports has been 
extremely limited. In fact, most job- 
bing houses say the market is quieter 
than for any period within their 
memory. Local stocks are not exces- 
sive, although not leveled up as most 
houses would like to see. That is, there 
are peak loads on special items remain- 
ing. Prices as quoted both by mills and 
jobbers appear steadier than they have 
been before in several months, which 
has created a general impression among 
the distributors that the bottom has 
been reached, 

We quote from Boston jobbers’ stocks: 

Iron.—Refined, $2.71% per 100 lb. base; 
best refined iron, $4.25: Wayne iron, $5.50: 
Norway iron rounds, $5.50. base. 

Stee!l.—Soft steel bars, $2.711% per 100 Ib. 
base; flat, $3.21%; concrete bars, plain, 
$2.71%; angles, channels and beams, 
$2.71%; tire steel. $4 to $4.40; open-hearth 
spring steel, $4.50; crucible spring steel, 
$11.50; steel bands, $3.31% to $3.78: steel 
hoops, $3.31%; cold rolled steel, $3.55 to 
$4.05; toe calk steel, $5. 

Quantity differentials, lots under 1000 Jb. 
of a size, 35c. per 100 Ib.; lots of 1000 Ib. 
to 1999 Ib. of a size, 14c. 

revisions 


Kitchen Ware.—Varying 
approximating an average decline of 
20 per cent have been made on alumi- 
num ware, coffee mills, corn mills, 
family scales, alcohol stoves, vegetable 
slicers, brass faucets and a few miscel- 
laneous nickelware and hardware items 
by Landers, Frary & Clark, New 
Britain, Conn. According to local job- 
bers there probably will be no change 
made in discounts allowed the retail 
trade. 

Nails.—There has been a still fur- 
ther downward readjustment of local 
store prices on wire nails, this time 
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25 cents per 100 Ib., or from $3.75 to 
$3.50 per keg base. This new decline 
makes the aggregate drop for the past 
fortnight 50 cents per keg, by far the 
largest price movement noted in many 
weeks. Otherwise the market for wire 
and other kinds of nails is quiet and 
unchanged. 

We quote from Boston jobbers’ stocks: 
Wire nails, per keg from the store, $3.75 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $2.85 per keg base; in 
less than car lots, $3.10 per keg base; cut 
nails, $4.25 per keg, base; galvanized cut 
nails, $8.30, base. Tremont schedule of 
extras same as heretofore. 


Poultry Netting—Judging from the 
tonnage oi poultry netting already sold 
in the New England territory, there 
has been a pronounced increase in the 
number of people who have gone in for 
poultry. At least, that is what the 
wire mill representatives believe. They 
say the general reduction in wages of 
employees, the slow readjustment in 
the cost of living, and the comparative 
cheapness of grains and the various 
kinds of feeds on the market is the 
combination that has driven people into 
the business of raising poultry. With 
fresh eggs selling at 80 cents to $1 
per doz., and roasting chickens at 
50 cents per lb. or higher in the mar- 
kets, it is not to be wondered at that 
poultry netting is selling unusually 
well for this season. One of the largest 
factors in New England reports it has 
sold its entire first mill allotment and 
is working on the second allotment. 
Others, and especially the local jobbing 
hardware firms, are having a good, 
poultry netting, as well as heater and 
other poultry accessories business. 

The New Jersey Wire Cloth Co., Boston 


office, quotes poultry netting as follows: 
From the works, galvanized, standard bales, 


50 per cent discount; 25 or more bales, 50 
and 5 per cent discount. 


Red Devil Goods.—The general line 
of tools, including glass cutters, pliers, 
etc., known as the Red Devil line, man- 
ufactured by the Smith & Hemmingway 
Go., Inc., has been reduced approxi- 
mately 10 per cent. 

Rivets.—The local situation on struc- 
tural and boiler rivets is unsettled due 
to excessive stocks carried by some of 
the jobbing houses and their desire to 
liquidate same. It is strongly inti- 
mated that at least one house will re- 
duce prices %-cent or %-cent before 
the close of another week. 


We quote from Boston jobbers’ stocks: 
Rivets, structural, 2 to 5 in. long, button 
head, %-in. and longer, $4.75 per keg: % 
and }h-in., $4.90; %-in., $5.25; 1 to 2 in. 
%-in. and larger, $5; %. and }}-in., 

; -in., $5.50. Cone head, boiler 
quality, to 5 in. long, %-in. and larcer, 





$4.85; % an -in., $5 %-in., $5.35: % 
to 2 in. 1 . -in. and larger, $5.19: % 
and }}-in., $5.26; %-in., $5.60. Iron rivets, 


small, 60 per cent discount. 


Washers.—With the demand for bolts 
and nuts at a minimum, the consump- 
tion of washers naturally is very 
limited. This fact, coupled with large 
stocks carried by some of the jobbers, 
makes for more or less uncertainty re- 
garding the future. Just now, however, 
everybody is quoting as heretofore. 


We quote from Boston jobbers’ stocks: 
Cast washers, %-in. and smaller, 5%c. per 
Ib.; larger, 4%c. per Ib.; cut washers, 200-Ib. 
kegs, list less $4.50 per keg; malleable 
washers, 15c, per Ib. 
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Wire Cloth—Although the local 
shelf hardware jobbing houses report 
the market for black wire cloth as 
quiet, manufacturers’ local representa- 
tives say forward bookings are coming 
a great deal better than anticipated. 
It is, of course, a little early for the 
demand to get under full swing, but 
enough business already has been 


booked to lead to the belief that retail 








Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Jan. 2. 


HE last week of 1921 saw a further 

slowing down of pig iron and steel 
output, due to the closing of many 
plants for inventory, and also slight 
repairs to be made while plants are 
idle. The general average of opera- 
tions at the end of the year was about 
30 per cent, the lowest since July, at 
which the general average was down to 
25 per cent, or lower. However, it is 
expected that by Jan. 15, there will 
have been a material increase in opera- 
tions, as it is known that a large num- 
ber of orders have been held up until 
after the first of the year, and these 
will come out in a short time. 

During the last week of the old year 
there was considerable activity in buy- 
ing of pig iron in certain markets, but 
prices went off to considerable extent, 
being the lowest reached at any time 
during 1921. It is of interest to note 
that the output of pig iron in this coun- 
try in 1921 was the lowest of any’ year 
since 1916, and the output of steel in- 
gots was the lowest since 1905. These 
facts show graphically the great de- 
pression that existed in the iron and 
steel trade in 1921, the like of which 
we may not see again for many years 
to come. The greatest activity in de- 
mand at present for steel products is 
in steel and iron pipe and in tin plate. 
The mills making these products are 
running close to 100 per cent, and it 
is not believed that great stocks of 
tin plate will be piled by the mills dur- 
ing the winter, as the large can makers 
and other large consumers are sending 
in specifications for tin plate quite free- 
ly, and are more inclined than usual 
to make up tin cans and other food 
containers during the winter months. 

Prices on heavy iron and steel prod- 
ucts did not show much change dur- 
ing the last week of the year, in fact 
not enough new business is coming out 
to test market prices on any of the 
steel products. However, the tendency 
of prices is downward, and on some 
lines they are more or less elastic. In 
wire nails, for instance, it is said the 
new prices of $2.50 base for wire nails, 
and $2.25 per 100 lb. for plain annealed 
Wire are none too strong, but in some 
cases wire nails have been sold at less 
than the $2.50 price, but only on at- 
tractive orders. ‘ 

Now that 1922 has been ushered in, 
the question naturally comes up, what 
does it hold in store for the heavy iron 
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hardware store stocks are down to un- 
usually small proportions, and that the 
tonnage sold in New England during 
1922 will be record-breaking. 

The New Jersey Wire Cloth Co., Boston 
office, quotes wire cloth as follows: 

Black, standard rolls, 24 to 48-in. wide, 
from the mill, $2 per 100 sq. ft., f.o.b. 
Pittsburgh; narrower than 24-in., 10c. per 
100 sq. ft. extra: wider than 48-in., 64-in. 
and 60-in., 50c. per 100 sq. ft. extra. From 
the store, 12 mesh, $2.15 plus the Pitts- 
burgh freight. 


PITTSBURGH 


and steel trades, and will 1922 be a 
better year than 1921? The consensus 
of opinion -here is that it will be 
better in every way, and while the steel 
companies may not make much money 
in 1922, the year will not show the 
heavy losses in operations that were 
shown in 1921, and there is possibility 
of fair profits. Liquidation in the steel 
business, or in any lines of general 
business for that matter, has not been 
completed, and may not be for several 
years yet, but a good start has been 
made, and the worst of the depression 
is certainly passed. There should be 
steady gains in 1922 in all directions, 
but prices are likely to rule low, and 
will largely preclude the making of 
even fair profits. 

Export trade in steel products in 
1922 will no doubt be larger than in the 
year just closed. In fact, exports now 
are fair, and are showing strong signs 
of getting heavier. Japan has been a 
good customer of the United States 
for some months, and just now is 
negotiating for the purchase of nearly 
20,000 tons of steel rails in this coun- 
try. Exports of tin plate and wire 
products in 1922 are likely to be much 
heavier than they were this year. 
Taken as a whole, there is every reason 
to believe that 1922 in steel will be 
better in every way than the year just 
closed. 

The opinion here is that the hard- 
ware trade in 1922 will show an in- 
crease in volume of sales but the 
margin of profit will be light. There 
will not be the tremendous declines 
in prices during 1922 that we had last 
year, and when the windup of busi- 
ness comes for this year, profit and 
loss should be on the right side to the 
merchant that has handled his business 
judiciously. 


Automobile Accessories—The heavy 
reductions in prices announced by 
makers of leading cars, such as the 
Buick, Nash, Hudson and others, have 
unsettled the accessory market to some 
extent, buyers now naturally looking 
for lower prices on accessories. The 
trade in December was light, with 
prices ruling fairly firm, but some de- 
clines in prices on leading accessories 
are looked for this month. 


Jobbers quote from stocks, f.0.b. Pitts- 
bureh, about as follows: Reliance jacks, No. 
1, $2.33; No. 2, $3.33, in lots of 12; A. C. 
Titan spark plugs, 65c. in lots up to 10, 
anc 58¢c. in lots of from 10 to 100; Derf 
spark plugs, 96c, each for all sizes, in lots 
less than 50: Champion X, 50c.. each for 
less than 100 and 48c. each for over 100: 
Champion regular, 58e. each for less than 
100, all sizes, and 56c. each for over 100. 
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Galvanized, 14-mesh, from the_ store, 
standard rolls, $3.15 per 100 sq. ft. plus the 
Pittsburgh freight; from the works, $3 plus 
the Pittsburgh freight. 

Standard hardware cloth, from the works, 
24 to 48-in., 2-mesh, $4.50 per 100 sq. ft.; 
3-mesh, $4.75; 4 and 5-mesh, $5; 6-mesh, 
$5.75, freight adjusted to f.o.b. Pittsburgh; 
narrower than 24-in., 25c. per 100 sq. ft. 
extra; wider than 48-in., 54, 60 and 72-in., 
25c. per 100 sq. ft. extra. From the store, 
24 to 48-in., 2-mesh, $4.75; 3-mesh, $5; 4 
and 5-mesh, $5.25: 6-mesh, $5.50; 8-mesh, 
$6 plus the Pittsburgh freight. 





Bolts and Nuts.—There is nothing 
new to report in these products this 
week, In December, jobbers and retail- 
ers bought as lightly as possible, and 
for this reason some betterment in de- 
mand is looked for this month. The 
opinion is that a general reduction in 
prices on bolts, nuts and rivets may 
come before this month is very old. 
Prices are being more or less shaded 
in certain districts, but local makers 
say they are observing prices quite 
firmly, and admit they are losing a 
good deal of business by doing so. 


Jobbers are quoting, f.o.b. Pittsburgh, in 
fair sized lots as follows: 

Large structural and ship rivets, $2.25 
to $2.40 base; large boiler rivets, $2.35 to 
$2.50 base; small rivets, 70, 10 and 5 to 70, 
10 and 10 per cent off list. Machine bolts, 
small, rolled threads, 70, 10 and 5 to 70, 10 
and 7% per cent off list. Machine bolts 
small, cut threads, 70 and 5 to 70 and 10 
per cent off list. Machine bolts, larger and 
longer, 65, 10 and 5 to 70 and 10 per cent 
off list. Carriage bolts, % in. x 6 in.; 
Smaller and shorter rolled thread, 65, 10 
and 10 per cent off list. Cut threads, 65 
and 10 to 70 per cent off list. Longer and 
larger sizes, 65 and 10 to 70 per cent off 
list. Lag bolts, 70 and 10 to 70, 10 and 5 
per cent off list. Plow bolts, Nos. 1, 2 and 
3 heads, 60 and 10 per cent off list. Other 
style heads, 20 per cent extra. Machine 
bolts, c.p.c. and t. nuts, % in. x 4 in.; 
Smaller and shorter, 65 and 5 per cent off 
list. Larger and longer sizes, 65 per cent 
off list. Hot pressed sq. or hex. blank nuts, 
$5.50 off list. Hot pressed nuts, tapped, 
$5.00 to $5.25 off list. C.p.c. and t. sq. or 
hex. blank nuts, $5.25 off list. C.p.c. and t. 
sq. or hex. blank nuts, tapped, $5.00 off list. 
Semi-finished hex. nuts: 4% in. to 9/16 in., 
inclusive, 80, 10 and 10 per cent off list: 
small sizes §. A. E., 80, 10, 10 and 10 per 
cent off. lists 5% in. to 1l*in., inclusive, U. 
S. S. and S. A. E., 70, 10, 10 and 10 per 
cent off list. Stove bolts in packages, 8v, 
10 and 5 per cent off list. Stove bolts in 


bulk, 80, 10 and 7% per cent off list. Tire 
bolts, 65, 10 and 10 per cent off list. Track 
bolts, carloads, 3.25c. to 3.50c. base. Track 


bolts, less than carloads, 4.25c. to 4.50c. 

Upset Square and Hex. Head Cap Screws. 
—¥% in. and under, 75 and 10 to 80 and 10 
per cent off list; 9/16 in. to % in., 75 and 
10 to 80 and 10 per cent off list. 

Upset Set Screws.—% in. and under, 80, 
10 and 5 to 85 per cent off list; 9/16 to 
% in., 80, 10 and 5 to 85 per cent off list. 

Milled Square and Hex. Cap Screws.— 
All sizes, 70 and 10 per cent off list. 

Mill Set Screws.—All sizes, 70, 10 and 
5 per cent off list. 

Small lots take 10 to 20 per cent ad- 
vance over above prices. 


Iron and Steel Bars.—Demand for 
iron and steel bars in December is quiet 
and only for small lots, to meet actual 
needs. Jobbers and retailers are carry- 
ing as light stocks as possible, in the 
belief that early in the year there may 
be a reduction in prices on both iron 
and steel bars. There would be no 
trouble in placing desirable orders for 
steel bars on the basis of 1.50 cents 
at mill, and common iron bars made by 
Eastern mills are still being quoted 
at 1.50 cents f.o.b. Pittsburgh, for fair 
sized lots. 
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We quote steel bars rolled from billets 
at 1.50c. to 1.60c.; reinforcing bars rolled 
from billets, 1.50c. to 1.60c. base; reinforc- 
ing bars, rolled from old rails, 1.45c. to 
1.50c.; refined iron bars, 2c. to 2 2.25c. i in car- 
loads f.o.b. mill, Pittsburgh. 


Steel Pipe.—The recent reductions in 
prices on steel pipe, oil country goods 
and line pipe, has not improved the de- 
mand to any great extent. This is 
partly explained by the fact that as a 
rule there is very little buying in pipe 
or tubes during December, on account 
of inventory period. The present de- 
mand for line pipe is reported quite 
active, and it is claimed that the prices 
established by the recent reduction of 
$6 per ton are holding fairly firm. 

Jobbers are now quoting from stock, f.o.b. 
Pittsburgh, about as follows: 

Black Galvanized 


Le ee ETA e Pee $2.53 
MR 205 52. 0 ew kg he 0 3.61 
ET Cat thin 5's Capes aes 3.61 $4.31 
ee ry geen peo 3.29 4.67 
OE EE ee ee ae 4.00 5.45 
Ws She? buon 6258 oe bed 40 ¢ 5.62 7.92 
UP 4894. 155 tides 7.68 10.66 
DAG he Kewy die 8a in-d's nat 13.61 17.33 
_, (Saket e Baeile as ee 20.05 


Sheets.—The new demand in Decem- 
ber was fairly good, but is expected to 
be heavier this month, as a good many 
jobbers and consumers put off buying 
until after the new year. Recently 
established prices of 2.25 cents for blue 
annealed, 3 cents for No. 28 black, and 
4 cents for No. 28 galvanized are hold- 


Office of HARDWARE AGE, 
604 Mercantile Library Ridg., 
Cincinnati, Dec. 28, 1921. 

S Napa year just closing has been a 

fairly successful one in the hard- 
ware trade. Some local jobbers report 
that their sales for the year will exceed 
those of 1920 in dollars and cents, and 
practically all of the retailers will also 
report a fairly successful year. When 
it is considered that prices prevailing 
this year average 15 per cent lower 
than those of last year, it will be seen 
that the trade has very little to com- 
plain about. 


The Christmas trade this year, gen- 
erally speaking, was fully up to the 
average and dealers in the downtown 
section report a healthy increase over 
the holiday sales of last year. In the 
outlying sections trade was fairly 
steady and, taken as a whole, dealers 
are well satisfied with the volume of 
business done, 


Expectations of a large number of 
price reductions, effective Jan. 1, 
have not been borne out as yet. It is 
true that a few reductions have been 
made, but on the whole prices are hold- 
ing firm. 


Both jobbers and dealers are busy 
with inventory and the next couple of 
weeks are expected to be rather quiet. 
This is usually the case, however, but 
it is the general expectation that busi- 
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ing very firm. We note a sale of a full 
car load of galvanized sheets made last 
week to a jobber at the full price of 
4 cents f.o.b. Pittsburgh. 

Jobbers centinue to quote sheets for de- 
livery from stock, f.o.b. Pittsburgh, as 
follows: Blue annealed sheets, 2.75c. to 3c.; 
No. 28 gage Bessemer black sheets, 3.25c. 
to 3.50c., and No. 28 gage galvanized, 4.25c. 
to 4.50c. in small Jots from store. Prices 
quoted depend largely on the size of the 
orcer. 

Tin Plate.—Mills of the American 
Sheet & Tin Plate Co. and also of the 
independent makers of tin plate are 
running at present at 75 per cent or 
better of capacity, and leading makers 
of tin cans and other food containers 
are specifying freely against contracts 
for their supply of tin plate for early 
spring. For this reason, stocks of tin 
plate, which usually pile up heavily 
in the winter months, will be lighter 
this year than usual. The recently 
established price of $4.75 per base box, 
Pittsburgh, is reported as holding firm. 


Wire Cloth—Local jobbers report 
that their retail trade has bought very 
freely of wire cloth for the spring trade 
at the recently established prices, which 
it is believed will hold firmly. Local 
jobbers continue to quote $1.90 for 12- 
mesh per 100-sq. ft. Copper wire cloth, 
14-mesh, is quoted at $6.60 in 50-ft. 
rolls and $6.50 in 100-ft. rolls. 


CINCINNATI 


ness will show a very strong improve- 
ment shortly after the first of the year. 
Stocks in jobbers’ and dealers’ hands 
are at the lowest point for many sea- 
sons, and with inventory completed it 
is expected that much buying will de- 
velop in order to bring them up to an 
efficient point from the standpoint of 
merchandising. 


Aluminum Ware.—Nothing further 
has been heard from manufacturers in 
regard to price reductions, rumors of 
which were current several weeks ago. 
The holiday trade in aluminum ware 
was very good. 


Automobile Accessories. — Jobbers 
and dealers both report the holiday 
trade in automobile accessories as hav- 
ing been highly satisfactory. In addi- 
tion to the usual quantity of winter ac- 
cessories, many other year-around com- 
forts were sold. A touch of wintry 
weather, which developed during the 
holidays, was the means of moving a 
large number of chains, radiator and 
engine covers and anti-freeze solutions. 
There have been a number of minor 
price changes made, but on the whole 
prices are very firm. 


Builders’ Hardware.—There is very 
little to report. The wage situation in 
the building industry is still somewhat 
of an uncertainty, though it is expect- 
ed it will be ironed out in the near fu- 
ture. The prospects of a good year in 
the building line were never brighter, 
as several large projects are up for 
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Wire Products.—The recent reduc. 
tion in prices of wire nails to $2.50 
base and in plain wire to $2.25, per 100- 
lb. has not stimulated demand in the 
slightest, and no improvement in this 
respect is looked for at this time. 
Prices on wire and wire nails on the 
above basis are none too firm, and 
it is stated that the $2.50 base price 
on wire nails has been slightly shaded 
on some recently placed carload orders. 
As noted in our report last week, job- 
bers passed along to their trade the 
reduction in prices made in wire and 
wire nails, but state that the retail 
trade is buying only in small lots, to 
cover current needs, there being no dis- 
position to anticipate their future 
wants. 

Wire nails, $2.75 base per keg; galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance 
over this price of $1.25, and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 
$2. 50 ap? 100 Ib.; annealed fence wire, Nos. 
6 to $2.50; galvanized wire, $3.00; gal- 
bg barbed wire, $3.25, galvanized fence 
staples, $2.25; painted barbed wire, $2.75; 
polished fence staples, $1.75; cement coated 
nails, per count keg, $2.25 to $2.35; these 
peseee being subject to the usual advance 
for the smaller trade, all f.o.b. Pittsburgh, 
freight added to point of delivery, terms 60 
days, net, less 2 per cent off for cash in 10 
days. Discounts on woven-wire fencing 
are 68 to 70% per cent off list for carload 


_ 67 to 69% per cent for 1000-rod lots, 
nd 66 to 68% per cent for small lots, f.o.b. 
Pittsbu rgh. 


bids and many subdivisions are being 
opened for home building purposes. 
There have been no changes of conse- 
quence in prices of builders’ hardware. 
Bolts and Nuts—A 10 per cent re- 
duction in stove bolts has been made 
by some manufacturers and local job- 
bers have changed their prices accord- 
ingly. Sales are at a low point. 
Jobbers quote f.o.b. Cincinnati: Machine 
Bolts, small sizes, 70 off, large sizes, 65 off; 
Carriage Bolts, small sizes, 60 off, large 
sizes, 50 and 10 off; Stove bolts, 65 off; 


a finished nuts, small sizes, 60 and 10 
off, large sizes, 75 and 10 off. 


Cutlery.—The holiday trade in cut- 
lery was particularly good. Carving 
sets and pocket knives appeared to be 
most in demand and dealers report their 
stocks as being very much depleted. 


Drills—The demand is rather quiet, 
although it is expected that after the 
new year some improvement will be 
shown. No further reductions are re- 
ported and jobbers are quoting, f.o.b. 
Cincinnati: 


Carbon drills, 60 and 5 off; high speed 
drills, 35 and 6 off. 


Eaves Trough and Conductor Pipe.— 
This line is rather quiet during the holi- 
days, but with continued fine weather 
and a fair amount of building activity 
the prospects for the future are very 
bright. Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Cincinnati, 28-ga., 5-in,. eaves trough, $4.75 
per 100 ft.; 28-ga., 3-in. corrugated con- 
ductor pipe, $4.75 per 100 ft.; 3-in. corru- 
gated conductor elbows, $1.73 per doz. 
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Mill and Hardware Supplies Prices— December 31, 1921 





BARS—CROW- HAMMERS Saw Frames— M. S. T Taps, No. 2 t 
Steel Crowbars, 10 to 40 rine SLEDGES— 77 Irom, per dod...seseseeeees $3.35 in ins progtenge © 0-5% 

RR eben 60-10 Steel, adj., 8 to 12 im., per dos., M. 5. Teper Tats, larger. 45-5 % 
Pinch Bors, 10 to 40 ib., 

P iiss «6% vice'e 60-10-10% .67 WASHERS—Cast— 
yELTING-LEATHER— *”* OILERS— SON ie et BEA, pore, Over Y-inch, barrel lots, per 
From No. 1 Oak Tonned Butts, Steel, Copper Plated... .6634-5% Star H. S. Frame........ 18.18 vacates ‘628 
Belting, Ex. Hvy., 18 o8..35% Chace, Brass and Copper. .10% Adj. Pisiol-Grip, 9 per dos. .$19.09 Iron and Steel 
pear Heowp, 16 os..--. +4 a eg coppered....sisss 50% SCREWs— Sise Bolt... + w% % 
Belting, Light, 1a 08. ...2..40% Ross lt og A mabe | Coach, Lag and Jack— Washers $9.75 8.50 6.75 
Second y Sbdaas coc 58% Sti Coach, Gimlet Point...... 60-5% dio te 
Cut Leather 3 i ly “oma AEB: MASTOCES~ Jack Screws— WRENCHES— ; 

RA = Saha ODE «seus sseseces 45-24% Standard List.......... 0-10% Agricultural 
, ppt ttecere Contractor's Picks g Se ee: SVS Ce eve 0-10- Se 
Leather ieee per sq 40% Discount Machine— oeentner or Crocodile...... 50% 
ft. Raw Hide, No. 1 in- ROPE— Cut Thread Irom rop Forged 4 vibe Pues sv bes 40 
side 17 389. and over. .47¢ Stilison pattern.......... 605 % 
Under 17 59. ftin.s.csee00..4S¢ Eastern Retail Trade. Per ib. Flat Heed or Round fiaibe Genuine Walworth Stilison, 
maa Hokedt Sraderrise inher: ——-‘Filistor or Oval Rownd Head, eon 
etit 7 0% 
Genon (how Gregan Seer 184 bt saa of Oot Head tia rie 
Best Grades... .-. ++... 35% ff im diam. ond larger: Reise jheced Iron, F. 2. o Straits, Dig ----....+-++..-. 
BLOCKS—Tackie... sity en Bi Metnicvetsctsesse’ty BOG © - ABS entuie dbkrivicciccs io@act 
Second paso 2 Filter or Oval Head, .80% 
Common Wood. ......+.. if Sisal, Hoy, Hide and Bale Repec Rolled | The Thread Brass: ie or, eee 
ctint Hibalahe toaen vis 4 , sgscccesISO® ttt eeeeeeeeeees 16¢ 
Bolts— So and berth 4 Fillister © or a5 Head 60% Electrolytic Coe eeessceceee br $ 
ppeetnen Machin pe. Maran .4 620 olf aya gets 
mon Corriage (out thread): Sisal, ree, Medium ike ' Set ond Cap Spelter and Sheet Zinc— 
ae r ry’ yon -40&10% Yarns Flat iat pa 75-5% Western spelter .... 6% @7¢ 
ra. Carriage (rolled Firat sdecsdebwass 23¢ sey | aeee at edvenee rs % 8 or) Zine, No. 9 base, cast 
7-7 Aantal ghost onn's.J quality seeseeees 20¢ Sg. Hd.) Cop... ..-- 6085 % a 
Philo. Eagle, $ + nes SOS% Best S/iéim, ond larger, "" ond LS pageete 75% American Pig, Per Be. .5% @6 
. Lye 9 Oe FRONOT + 8 0 00 oo 00 ‘er ye 
Bott Ende, Ht, P. Nutee;.s0% Medium, 6/16im. ond lente”? ond larger....S08i085% Bar, Per Ib.......... en Sr 
Mechine (ous thread): ra 1@ ise Fiikster Head Cap. cocccose 45 Solder— 
* 4, smaller. . pn Ba, 5 Wood 
rger oF neon... *séfose ee 464 Flat Head Irom —77%4-20-10 % XS, * pepe apRGERAR 
DRESSING Belt~ i Round Head, Iron.. - eres Refined PET OEE ES RR 
in gal. cans $3.00 No. i. K%-in. ond up..... Flat Head, Brass..... 0-10 % Prices on solder indicated by 
» gah. .$3, ° No, 2, %-in. ond up 17%¢ Round Head, Brass. . O20 10% private brand vary according to 
DRILL AND DRILL Flat Head, Bronse.  SS&10810% composition. 
STOCK s— SAWS AND FRAMES— Rownd Head, Brons Babbitt Metal— 
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Flashlights and Batteries. — Flash- 
lights were apparently a very popular 
Christmas present, if one is to judge 
by the conditions of dealers’ stocks. 
Jobbers “report the demand for flash- 
lights and batteries as still very heavy. 

Jobbers quote, f.o.b. Cincinnati, Flash- 
lights and batteries, orders up to $5.00 list 
price, 33% off; from. bap 00 to $75,00, 40 off; 
over $75.00, 40 and 10 off. 

Galvanized vol get is very lit- 
tle to report other than that sales are 
fair. Recent attempts on the part of 
some manufacturers to advance their 
prices have not been very successful 
and jobbers continue to quote the prices 
in effect for some months past, 


We quote from jobbers stocks, f.o.b. 
Cincinnatt, Galvanized pails, 10-qt., $2.25 
per doz.; 12-qt., $2.50 per on: ; 14- a4. $2.85 
ber, des. 0. $8. ova dor No. a oo 
doz.: No. Ede. No. 3 3. $8.4 5. th 

Oil sige cme pit for oil 
Stoves is steadily increasing, and job- 
bers and dealers have very little com- 
plaint to make regarding their sales. 
Prices are unchanged. 


Nails.—Wire nails following an an- 
nouncement by the American Steel & 
Wire Co. are now quoted at $2.50 per 
keg, Pittsburgh. Stocks in jobbers’ 
hands are in good shape to meet all de- 
mands. No changes have been made 
in jobbers’ prices, but it is ve 
that the recent reduction made by the 


mills will be passed along to the dealer 
and consumer in the near future. Job- 
bers are quoting common wire nails at 
$3.25 per keg base. 


Paints and Oils.—The paint business 
is very quiet for the time being, but 
the prospects for the new year are de- 
clared by manufacturers and jobbers to 
be very good. Up to the present time 
there have been no announcements of 
reductions in prices and it is not ex- 
pected that any will develop in the near 
future. The market on linseed oil and 
turpentine is very firm, the price of the 
former having moved up 4 cents a gal- 
lon in the last few days, 

Jobbers quote, f.o.b. Cincinnati, Ready 
mixed house paints, $2.60 per gal. Linseed 
oil in carload lots, 74c. per gal. Turpentine 


in carload lots 80c. per gal. White and red 
lead, 13c. per Ib 


Pliers.— Some manufacturers of 
pliers have reduced their prices 10 per 
cent and jobbers’ quotations have been 
changed accordingly. 

Rope.—There is still a fair demand 
for rope and it is reported that a slight 
advance in manufacturers’ prices would 
be made shortly after the new year. In 
the meantime, jobbers’ prices are un- 
changed. 


We quote, f.o.b. Cincinnati; Manila rope, 
17%c. per Ib.; Sisal, 10%c. per Ib. 


Saddlers’ Punches.—Manufacturers of 
saddlers’ punches have reduced their 


prices 10 per cent and local jobbers 
have put this change into effect. 

Sash Cord.—There is still a fair de- 
mand for sash cord and stocks are in 
good shape to take care of orders. 
Prices are firm and unchanged. 

Jobbers quote, f.o.b. Cincinnati, Silver 
Lake cord, No. 7, 58c. per Ib.; No. 8, 57c. 
per lb.; Franklin cord, No. 7, 38c. per Ib.; 
No. 8, 36c. per Ib. 

Sash Weights.—Nothing further has 
developed in sash weights, although the 
demand is still fair. There have been 
no further price changes and jobbers 
are now quoting cast iron sash weights 
at $1.85 per 100 lbs. 

Sheets.—There have been no further 
price changes in steel sheets. 


Jobbers are still quoting No. 28 black, 
oo per Ib.; No. 28 galvanized, 5.25c. per 


Screws.—The demand for screws is 
only fair at the present time, but after 
the first of the year it is expected that 
increased manufacturing activity will 
stimulate sales. No price changes are 
reported. 


Jobbers quote, f.o.b. Cincinnati, Machine 
screws, all sizes, 75 and 10 off; Cap screws, 
75 off; Set screws, 80 off; Coach screws, 60 
and 10 off; Wood screws, 85 off. 

Tools.—Some manufacturers of tools 
are understood to have made some 
changes in their price lists to be effec- 
tive Jan. 1, but these have not heen 


received as yet by local jobbers. The 
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demand for tools during the holiday 
season was the heaviest for some years, 
the only exception being machinists’ 
tools. 


Union Hardware Co. Goods. — 


Office of HARDWARE AGE, 
3725 Colfax Ave., So., 
Minneapolis, Minn., Dec. 26. 


ARDWARE merchants’ express 

themselves as being very well 
satisfied with the volume of business 
done during the week preceeding 
Christmas. Aside from a good volume 
of strictly holiday goods, a surprising 
amount of business was done in tools 
and tool cases equipped with tools. 


There is usually a quiet spell in the 
hardware business around the first of 
the new year, and extraordinary efforts 
will have to be made to keep business 
coming in just at that time. It is also 
a good time to get stocks in shape for 
the opening of the spring season. 

It is expected that there will be a 
number of price changes to announce 
shortly. after the first of the year. 
Jobbers will soon be busy with inven- 
tory and.the making up of new price 
lists. 

Builders’ Hardware—There is a 
temporary lull in the amount of build- 
ers’ hardware being sold, as is cus- 
tomary at the mid-winter season. The 
outlook for the new year is very en- 
couraging for builders’ hardware sales, 
as indications are that a definite build- 
ing boom will get under way very early 
in the season. Dealers should, there- 
fore, see that their stocks are in good 
shape to meet the demand. 

Axes.—The demand is very light as 
it is rather late in the year for axe 
sales. Prices are firm. 

We quote from jobbers’ prices, f.o.b. Twin 
Cities: Single bit, $14.50; double bit, $19.50 
base weights. 

Brads —Sales of brads remain very 
satisfactory for this season. Prices 
remain as when last quoted. 

We quote from jobbers’ stocks, f.0.b. Twin 
Cities: Brads in bulk, 75 per cent; in small 
packages, 70 per cent. 

Bolts.—The demand for bolts con- 
tinues to be very much below normal, 
although some inquiries are coming in 
from factories which expect to begin 
operations shortly after the first of the 
year. Prices remain firm. 

We quote from jobbers’ stocks, f.o:b. Twin 
Cities: Small carriage bolts, 60-5 per cent; 
large carriage bolts, 50-10-5 per cent; smali 
machine bolts, 60-10-5 per cent; large ma- 
chine bolts, 60 per cent; stove bolts, 75-10 
per cent; lag screws, 60-10 per cent. 


Coal Hods.—Sales are very light, as 
is usual at this time of the year. Prices 
remain unchanged, 


We quote from jobbers’ stocks, f.o.b. 
Cities: _Japann n, 1 z 
japanned, open, 18 in., apanned, 
funneled, 17 in., 4. 95; funnel, 
18 in., $5.45. galvanized, o: yy -25 5 
esa! 
£5.10 | ge funnel, 


Twin 
$3.95; 


galvanized, open, 18 in., 
re 17 in., $6.45; 
8 in., $7 


Eaves Trough, Conductor Pipe and 
Elbows.—Demand for this line is now 


HARDWARE AGE 


Union Hardware Co, has issued a new 
price list effective Jan. 1, in which re- 
adjustments of present prices are made. 
These will be put into effect by local 
jobbers on that date, 


TWIN CITIES 


at a low point and will no doubt re- 
main dull until the opening of the 
spring -building season. Prices remain 
as for some time past. 


We quote from jobbers’ stocks, f.o.b. Twin 
Cities: Eaves trou g4., in., lap 
joint, single bead, $4.50 per 100 ft.; 3 in. 
conductor pipe, 28 a., corrugated, . 
per 100 ft.; elbows, in., corrugated, $1.63 
per doz. 


Files.—Sales of files remain rather 
dull as they have for some time past. 
Prices are the same. 

We quote from jobbers’ stocks, f.o.b. Twin 
Cities: Nicholson files, 60 per cent; Arcade 
files, 60-10 per cent; Riverside files, 65-10 
per cent. 

Galvanized Ware —The market for 
this line continues to be dull and in- 
active, although some interest is being 
shown for the line for spring shipment. 


We quote from jobbers’ stocks, f.o.b. Twin 
Cities : Geivestes ae a. 
doz. ; No. $7.20 ;, No. age 
vanized, No. 1, Sisto; 

3, $22.80; standard, 10- = “galvanized otis. 
$2. 24; 14-qt., t., $2.75; 16-qt. 
stock pails, $4. ie: "ia me Ye) 

Glass and Putty.—Very little busi- 
ness is coming in to the retail hard- 
ware merchant in these lines. Prices 
remain same as last quoted. 


We quote from jobbers’ stocks, f.o.b. Twin 
Cities: Single strength, 80 per cent; double 
strength, 82 per cent; Psd nado, putty in 
bladders, $4.10 per ewt. 


Lanterns.—Sales of lanterns remain 
fair and about the same as for past 
few weeks. Prices are firm. 


_We quote from jobbers’ stocks, f.o.b. Twin 
Cities: Tubular s globe, $14 per doz. ; 
tubular short globe, $13.25 per y ae, tubular 
dash, $17.60 per doz. 


Nails.—There continues to be a fairly 
good demand for nails. 


We quote from jobbers’ stocks, f.o.b. Twin 
Cities: Standard wire wgails, $4 base; 
cement coated nails, $3.40 base. 


Oil Heaters.—There is practically no 
demand for oil heaters at this season. 
Prices remain unchanged. 


We quote from jobbers’ stocks, f.o.b. Twin 
Cities: Japann polished steel,  3-qt. 
capacity, $3.50 each; nickeled, polished 
steel, 4-qt. capacity, $5.40 each ; blue enam- 
eled body, 4-qt. capacity, $7 each. 


Paper.—The demand for building 
papers is gradually declining, but is 
expected to improve shortly after the 
first of the year. Prices are the same. 

We quote from Iecal jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.80 per 
cwt.; threaded felt, $1.58; red rosin sheath- 
ing, $2.90 per cwt. 

Rope——Demand for rope remains 
about the same as for several weeks 
past. In case the Mexican Govern- 
ment puts into effect the proposed tax 
on sisal there will undoubtedly be an 
advance in prices on sisal rope. 


We quote from jobbers’ stocks, f.0.b. Twin 
Cities: Pure Manila rope, 19%c. per Ib.; 
pure sisal rope, 14%c. per Ib., base prices. 


Sandpaper.—Sales of sandpaper re- 
main very satisfactory for this season 
of the year. Prices remain stationary. 
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Wire Products. — Recent reductions 
made by wire manufacturers in which 
prices have been reduced in some cases 
as much as $5 a ton are now being tab- 
ulated and the new quotations will be 
given in next report. 


We quote from jobbers’ stocks, f.0.b. Twin 
Cities: Best grade, No. 1, at $7.20 per 
ream; second grade No. 1 at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 

Sash Cord—The demand for sash 
cord is gradually dropping off. Stocks 
are ample and prices firm. 

We quote from jobbers’ stocks, f.0.b. Twin 
pee Best grades, 65c. per 1b. ; ordinary 
grades, 36c. per Ib. 

Sash Weights.—Sales are gradually 
slowing up as work under construction 
is being completed. Prices remain the 
same as when last quoted. 

We quote from et stocks, f.o.b, Twin 
Cities: $2.20 per 

scassliscsiiaaiind continues to be of 
fair volume, and large consumers are 
showing interest in future shipments. 
Prices remain the same although some 
changes are expected shortly. 


We quote from jobbers’ stocks, f.0.b, Twin 
Cities: Flat head bright wood screws, 80- 
10-5 per cent; round head blued screws 
75-10 per cent; flat head japanned screws, 
75 per cent; fiat head brass screws, 75-3 
per cent; round head brass screws, 7()-10 
per cent. 

Snow Shovels and Sidewalk Scrapers. 
—Demand for snow shovels and side- 
walk scrapers is somewhat better. 
Prices are the same. 


We quote from jobbers’ stocks, f.o.b, Twin 
Cities: Wood, straight handle, $5.20 per 
doz. ; ; steel blade, straight handle, $4.50 per 
doz.; galvanized, steel blade, $11 r doz.; 
steel sidewalk scrapers, $4.50 per 

Solder.—There is a fairly good de- 
mand for solder. A reduction in price 
will be put into effect shortly after the 
first of the year. 


Ves quote from jobbers’ stocks, fo. b. Twin 
«Half and half solder, 23c. per Ib. 


Bteel Sheets.—There is absolutely no 
activity to the demand for steel sheets. 
Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b, Twin 
Cities: 28 gage galvanized eK? $5.25 per 
ewt.; 28 gage black sheets, 

Steel Traps.—The mitts for steel 
traps is good, although not quite up to 
last year. Prices are firm. 


We quote from jobbers’ stocks, f.o.b. ed * 
gg Victor No. 0, $1.71; No. 1, $2.0 

No. 1 3.05 ; No. 2, $4.21; oe el 
No. 0, 4, LM] No. 1, $5.62; No. 1%, 


Tin Plate.—Demand continues to be 
rather dull and inactive. Prices remain 
as last quoted. 


‘We quote from jobbers’ stocks, f.o.b. Twin 
Cities: Furnace coke 1CL, 20 x 28, $13.55; 
roofing tin, 1C, 20 x 28, 8-lb. coating, $13.50. 

ashers.—Demand for washers re- 
mains at a very low point and no im- 
provement can be expected until man- 
ufacturing conditions improve. Prices 
are the same, 


conta quote from jobbers’ sock, f.o.b, Twin 
ities : nese in., wrou steel, $6.45 
po ewt.; 1 in. wrought steel, ‘sé per cwt. 


Wheelbarrows.—The market is rather 
inactive at this season, but prepara- 
tions are being made for an active 


$8.50; 
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Paint Material prIES as ayetits in New York—December 30, 1921 
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spring demand. Prices remain un- 


changed. 


We quote from jobbers’ stocks, f.o.b. Twin 
Cities: Wood stave, fully pelted are Der 
doz.: No. 1 tubular steel, each: 
garden, $5.40 each. 


Washington News 
(Continued from page 78) 


He doesn’t draw the line at agricul- 
tural blocs. He bars all blocs as-un- 
American and inimical to the public 
welfare. 

Senator Kenyon, chairman of the 
farm bloc in the Senate, sarcastically 
observes that soon a bill will be in- 
troduced making it a misdemeanor to 
“support legislation in the interest of 
the farmer.” Evidently he cannot see 
any difference between individual sup- 
port of measures drafted in a special 
interest and a conspiracy on the part 
of thirty-three Republican Senators—a 
majority of the Republican caucus in 
the Senate—to log-roll farm-aid legis- 
lation through Congress without re- 
gard to its effect upon the general wel- 
fare of the country. 

I wonder how long Senator Kenyon 
would stand for an open-and-above- 
board Wall Street bloc in the Senate! 


How About this Bloc? 


But there are other agricultural 
blocs. A few days ago the cable 
brought us the news that the daylight 
saving law adopted by France last 
spring had saved the city of Paris 
200,000 tons of coal, worth 100,000,000 
franes—nearly $12,000,000 at ‘current 
exchange—during the period from 
March i5 to Oct. 25, 1921. 

The next day the cable announced 
that the French Senate had “passed 
a bill repealing the law setting forward 
the clocks one hour during summer 
time,” the advocates of repeal declar- 


Wire.—While there is the usual run 
of small and scattered sales, the mar- 
ket on the whole is inactive. Some 
price changes will be announced shortly 
after the first of the year. 





ing that the daylight saving arrange- 
ment “was a great annoyance to the 
farmers.” So the French clocks, too, 
are to be turned back—with a ven- 
geance. 

Like old Si Corntossel and Josh Hay- 
rick, Farmer Pierre Baptiste Alcide de 
Laterre got his feet wet walking over 
the dewy grass to milk the cows. Mon 
Dieu! 





The Toys of Youth 


Toys are the tools of youth that train 
The boy to be the man 
As nothing else of sterner stuff 
Has ever done or can, 
Toys sonny both hand and mind 
And butid the brawn and brain 
That aid the growing youth to face 
Man’s years of stress and strain. 


The man who, in his youthful days, 
Has never jearned to play— 
Is not the man he might Paes been 
ad toytime held its sway 
All ber 5-H pley—mekes sluggish 


That function slow, at best 
And in the red-blood game ‘of life 
Respond not—to the test. 


Toys are the tools of youth that shape 
Th coming years 
eart—throbs dauntlessly, 
A work-worn—fails and fears. 
Nowhere is written in the Book 
Of Life a greater truth 
Than this—Toys shape to men our 





boys— 
Toys are the tools of youth. 
WiniiamM LuvLuM. 








Recent Price Changes 
New York, Dec. 31—As HARDWARE 
AGE goes to press the following price 
changes have been received: 


We quote from jobbers’ stocks, f.o.b. Twin 
Cities; Barbed wire, painted cattle, 80-rod 
$3.78 ; 


spools, $3.43; galvanized cattle, 
painted hog wire, $3.60; galvanized hog 
wire, $4.05; smooth black annealed No. 9, 


$3.70 per cwt.; smooth galvanized annealed 
No. 9, $4.20 per cwt. 


A substantial reduction will be made 
Jan. 3 by the Colt Patent Fire Arms 
Mfg. Co., Hartford, Conn. 


The Fate-Heath Co., Plymouth, Ohio, 
rduced prices Jan. 1 on its entire line 
of cobbler outfits, shoe lasts and stands, 
riveting machines, corn shellers and 
grist mills. 


The Marble Arms & Mfg. Co., Glad- 
stone, Mich., announces that the pres- 
ent list prices and discounts on all Mar- 
ble goods are guaranteed against de- 
cline until Dec. 31, 1922, the only ex- 
ception being the No. 10 camp axe for- 
merly listed at $3 but which has been 
reduced to $2.50, effective Jan. 1. 


The Lovell Mfg. Co., Erie, Pa., has 
issued a new price list on “Anchor 
Brand” clothes wringers and mangles, 
and “Hartford” benches and wringer 
rolls. No change has been made in dis- 
count terms or freight allowance. 


The Aluminum Goods Mfg. Co., Man- 
itowoe, Wis., has made a reduction of 
nearly 15 per cent on its entire line. 


O. Lindemann & Co., 35-37 Wooster 
Street, New York City, manufacturer 
of bird cages, has issued a new _ dis- 
count sheet for its catalog No. 42, ef- 
fective Jan. 1 and subject to change 
without notice. Discount on all cages 
and stands on pages 4-48, 25 per cent. 
Discount on all sundries on pages 49- 
60, 35 per cent. 


The Consolidated Tool Works, Inc., 
296 Broadway, New York City, has is- 
sued a new quotation sheet, No. 24, ef- 
fective Dec. 27, 1921. 









































































ROBERTSDALE, ALA.—The Olson Hard- 
ware Co. has commenced business here, 
and will conduct both a wholesale and 
retail business in automobile acces- 
sories, automobile tires, barn equip- 
ment, belting and packing, builders’ 
hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, gaso- 
line engines, guns and ammunition, 
harness, heating stoves, heavy hard- 
ware; lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, toys and 
=— washing machines and wheel 

ys. 


NEw HAVEN, ConN.—Philip Kolomin- | 


sky has succeeded to the business of 
Samuel Grass, 206 Washington Avenue. 
A stock of electrical lighting fixtures 
and specialties has been added. 


SAN Pepro, Cat.—The Pacific Ave- 
nue Hardware Co. has opened a store 
at 1216 Pacific Avenue, and will deal 
in the following: Barn equipment, 
bathroom fixtures, builders’ hardware, 
building paper, cutlery, flashlights, 
garage hardware, guns and ammuni- 
tion, heating stoves, kitchen housefur- 
nishings, mechanics’ tools, paints, oils, 
varnishes and glass, refrigerators, shelf 
hardware, silverware, sporting. goods, 
stoves and ranges, washing machines 
and wheel toys. Catalogs requested on 
a line of general hardware. 


Avon ParRK, Fia.—Clark &. Mac- 
Donough have taken over the manage- 
ment of the W. R. England Hardware 
Co. 


E.uiotT, lowa.—J. F. Steepy & Co. 
now owns the stock of the Jones Store, 
comprising a line of barn equipment, 
bathroom fixtures, belting and packing, 
cream separators, electrical supplies 
and equipment, farm implements, gaso- 
line engines, harness, lubricating oils, 
mechanics’ tools, pumps and washing 
machines. Catalogs requested on barn 
equipment, 


ELIZABETHTOWN, Ky.—Adams & 
Adams are successors to M. N. Phillips. 


OLATHE, KAN.—The Cowley-Frye 
Lumber Co. has taken over the business 
of Frederick R. Nuzman. 


Ypsmtanti, Micu.—Alex. J. Nulan 
will open a hardware store on N. Wash~ 
ington Street, and will deal in the fol- 
lowing, on which catalogs are re- 
Barn equipment, bicycles, 


quested : ent 
builders’ hardware, pailding paper, 
churns, cutlery, electrical household 


s Ities, farm implements, flash- 
lights, fishing tackle, garage hardware, 
guns and ammunition, heating stoves, 
heavy hardware, insecticides, kitchen 
housefurnishings, linoleum and oil cloth, 
lubricatin oils, mechanics’ tools, 
paints, oils, varnishes and glass, poul- 
try supplies, prepared roofing, pumps, 
refrigerators, shelf hardware, silver- 
ware, sporting goods, stoves and ranges, 
washing machines and wheel toys. 
Scoszy, Mont.—Peterson-Battleson 
& Haagenson are successors to the 
Peoples Cash Store. 


Notes of the Retail Hardware Trade 


tock of automobile accessories, auto- 
mobile tires, barn equipment, bathroom 
fixtures, belting and packing, builders’ 
hardware, building paper, churns, cut- 
lery, dairy supplies, dynamite, electrical 
ousehold specialties, electrical supplies 
and equipment, flashlights, fishing 
tackle, furnaces, garage hardware, 
feo gasoline engines, guns and am- 


ZaP, N. D.—Fuchs Bros. now carry a 





unition, hammocks and tents, harness, 

eating stoves, heavy hardware, home 
barbers’ supplies, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, pumps, 
shelf hardware, silverware, sporting 
goods, stoves and ranges and washing 
machines. 


, LITTLE VALLEY, N. Y.—Merow Bros. 
stock has been damaged by fire. 


VINELAND, N. J.—Anthony De Falco 
has opened a store at Seventh and Lan- 
dis avenues, where a complete stock of 
the following is carried, on which cata- 
logs are requested: Bathroom fixtures, 
belting and packing, builders’ hard- 
ware, building paper, churns, cutlery, 
flashlights, garage hardware, heating 
stoves, heavy hardware, home barbers’ 
supplies, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, pumps, shelf hardware, stoves 
and ranges and washing machines. 

Grass VALLEY, OrE.—The stock of 
M. B. O’Brien was destroyed by fire. 
The loss is estimated to be about 
$22,000, partly covered by insurance. 

POTTSVLLLE, PA.—The hardware busi- 
ness of Lewis C. Thompson has been 
sold. 

GREENVILLE, S. C.—The Shepherd 
Hardware Co. will about Jan, 15, com- 
mence business here. Catalogs, price 
lists and discount sheets requested on a 
line of shelf hardware, field fencing, 
barbed wire, galvanized roofing, nails, 
horse shoes and paints and varnishes. 


JASPER, TEX.—Thomas A. Wilson & 
Co., Inc., operating a branch store at 
Kirbyville, has been incorporated with 
a capital of $7,500. The concern deals 
in automobile accessories, automobile 
tires, bathroom fixtures, bicycles, build- 
ers’ hardware, building paper, churns, 
crockery and peste cutlery, elec- 
trical household specialties, electrical 
supplies and equipment, farm ey: 
ments, flashlights, fishing tackle, fur- 
naces, guns and ammunition, hammocks 
and tents, harness, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, kitchen cabinets, kitchen house- 
furnishings, linoleum and oil cloth, me- 
chanics’ tools, paints, oils, varnishes and 
glass, phonographs, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods and stoves and ranges. 

GREENFIELD, TENN.—The warehouse 
of E. N. J. Brock & Co. was destroyed 
by fire. -Catalogs requested on build- 
ing material. 

BENNINGTON, VT.—The Frank L. 
Potter Co. has commenced business at 
184 North Street. A complete stock, 
consisting of the following, will be car- 
ried: Automobile accessories, barn 
equipment, bathroom fixtures, builders’ 
hardware, building paver, crockery and 
glassware, cutlery, dairy supplies, dyna- 
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lectrical yg and equipment, farm 
implements, flashlights, fishing tackle, 
gasoline, heating stoves, heavy hard- 
‘ware, home barbers’ supplies, lubricat- 
ing oils, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, 
shelf hardware and stoves and ranges. 
Catalogs requested on a general line of 
hardware, 


RupOoLPH, Wis.—The stock of hard- 
ware and implements of- Piltz Hard- 
ware has been damaged by fire. 

ELLENSBURG, WASH.—E. J. Chatham 


& Sons are purchasers of the stock and 
eran of the Carr-Howard-Cramm 
0. 


= electrical household specialties, 


ANACORTES, WASH.—The Anacortes 
Hardware Co. has purchased a stock of 
barn equipment, bathroom fixtures, 
belting an cking, bicycles, builders’ 
hardware, building paper, churns, 
crockery and glassware, cutlery, dairy 
— dynamite, electrical house- 
hold specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, fishing tackle, furnaces, gaso- 
line, guns and ammunition, heating 
stoves, heavy hardware, insecticides, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, ge supplies, 
prepared roofing, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges, tin shop, toys and games, wash- 
ing machines and wheel toys. 

UVALDE, TEx.—The George Horner 
Hardware, whose stock was destroyed 
by fire, will erect a new two-story mod- 
ern building, and install new fixtures 
and stock. It is expected that the 
building will be ready for occupancy 
within the next six months. Catalogs 
are requested on automobile accessories, 
automobile tires, bathroom fixtures, 
belting and packing, churns, cream 
separators, cutlery, dairy supplies, dy- 
namite, electrical household specialties, 
electrical supplies and equipment, farm 
implements, flashlights, fishing tackle, 
garage hardware, gasoline, gasoline en- 
gines, guns and ammunition, heating 
stoves, heavy hardware, kitchen cabi- 
nets, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, 
oils, varnishes and glass, prepared roof- 
ing, pumps, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop and washing machines. 

GARRISON, N. D.—The stock of Hagen 
Bros. has been sold. K. G. Hagen is the 
purchaser. 

CHILpRESS, TEX.—Floyd Pigott has 
become associated in business with his 
father, J. J. Pigott, and hereafter the 
firm will be known as J. J. Pigott & 
Son. Mr. Pigott has been engaged in 
the hardware business for the past 
twenty-three years. 


DoyitesTown, Pa.—C. & W. C. Hamp- 
ton have opened a store at Main and 
Court streets. They request catalogs 
on a line of builders’ hardware and 
housefurnishings. 
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Tie This Book to Your Counter 



































GA MRM ENE SSG 


T is assumed you are stocked with McKinney Complete 
Garage Sets. Now here’s what happens. A customer 
comes in. He is building a garage and wants to ask about 
door hardware. You reach for the McKinney catalog. It’s 
fastened to the counter—on the end of a piece of cord. 


You turn over the pages. At page five the customer stops. 
Here is just the kind of door he needs—a sliding-folding 
type for openings from six to nine feet wide. On this page 
he sees three photographic views of the doors, a picture show- 
ing each individual piece of hardware, a plan for hanging the 
doors and a descriptive article about this particular set. He 
looks over the other pages devoted to other style doors and 
other sets, but comes back to page five. He is sold. You 
note the number of the set, swing around to the shelves, take 
down a box with this number on it and the cash register rings 
up a sale. 

Think how much easier this is than the old way of selling 
garage door hardware. No marathon around the store as- 
sembling track, bolts, hangers and hinges. No mistakes and 


no dissatisfaction. 


If you haven’t McKinney Complete Garage Sets on your 
shelves, you are missing a big opportunity to build up sales 
and pull down overhead. Send for a copy of this McKinney 


Garage Set Catalog. 
McKINNEY MANUFACTURING CO., Pittsburgh 
Western Office, Wrigley Bldg., Chicago. Export Representation 


MCKINNEY 











Also manufacturers ; 
McKinney farm building 
door hardware, furniture 
hardware and McKinney 
One-Man Trucks. 


Hinges and Butts 
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Sectional Store Equipment 


The power of proper display and 
store arrangement is probably receiv- 
ing more consideration of progressive 
mechants at this time than at any 
previous period. 

New equipment has been brought out 
by the Duluth Show Case Co., Duluth, 
Minn. 

Unit sections of drawers like No. 
3636 can be put together and any com- 
bination desired built up. The drawers 
are made of galvanized steel with oak 
fronts and backs. 


Duluth Combination No. 421 


The “Duluth” No. 421 Combination 
is made up in three sections and a top 
er cornice. You can start with one 
section and add to it as the conditions 
of your business warrant. 


Duluth Unit No. 3636 


The “Duluth” No. 488 Combination 
ean be set right along side of the first 
one or can be used as a unit by itself. 
It. is a very practical piece of store 
equipment for systematic storage of 
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Duluth Combination No. 438 


auto parts, bolts and many other items 
that are sometimes so hard’ to find in 
the garage or hardware store. The 
partitions between the bins are remov- 
able. 


Improved Mop Holder 


The U. S. Mop Co., Inc., Toledo, Ohio, 
has recently brought out a new Mop 
Holder. With the U. S. Mop Holder 


U. 8. Mop Holder 


you open the mop by a hinged rod and 
lay mop head in, after which rod is 
engaged at slot in side bar and then 
tightened securely by a _ parabolic- 
shaped cam lever. When mop head is 
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Products Being Placed on the Market by Hardware Manufacturers 
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to be replaced it is not necessary to 
cut the entangled mop head from the 
U. S. Mop Holder. You simply throw 
the cam lever around, releasing tension 
on mop head, then gently press against 
floor to open rod from slot and the old . 
mop heads falls out, and the holder is 
ready to receive new mop head. 

The U. S. mop holders are made in 
two sizes, 5 in. wide for household use 
and 6 in. wide for janitors’ use. 


Utility Mop Fits on Broom 

Glenn Mfg. Co., Inc., El Paso, Tex., 
offers the trade the Glenco Mop which 
will fit on the end of any household 
broom. It is said that it will do every- 


Glenco Mop 


thing an oiled and dry mop can do. 
It may be used for sweeping, dusting 
and polishing. 

It may be ptit on an old broom, thus 
bringing back into use an otherwise 
useless article. The best grade of mop 
yarn is used, making a very absorbent 
mop. This mop is fitted on with strings 
which may be used in removing it so 
the hands need not be soiled. The mop 
is quickly washed at will. 


Iron With Replaceable Heating 
Unit 

The Empire electric iron with re- 

placeable heating units is made by the 

Empire Transformer Co., 2000 South- 


port Avenue, Chicago, Ill. High grade 
nickel chromium resistance wire is used 


Reading matter continued on page 94 
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Garage Door Hardware 


is fast becoming one of the biggest selling lines in the hardwire dealers’ stocks. 
There is a reason for it. ‘“Slidetite” equipped doors operate easily and positively. 
There are no joints to obstruct action. Doors equipped with “Slidetite” fold back 
out of the way with minimum effort. Thousands of installations without a single 
complaint should be ample proof of “Slidetite” superiority. 


No other to equal it 


“Slidetite” hardware has a host of imitations. They may look like the real thing,” but service 
tells the real story. For equipping one opening with from seven to ten individually operated 
doors only “Slidetite” will answer the purpose. There is only one “Slidetite.”’ 


If you are not handling this money maker—WRITE NOW FOR OUR CATALOG U.A-22 
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in the heating element. The heat is 
said to be located at the pressing edge, 
giving to the user the maximum of iron 
service. 

The iron is neatly designed and has 
a back rest so that no iron stand is 
required. All parts are double finished 
in nickel to avoid rust. A special air 





Empire Electric Iron 
chamber in top prevents the handle 
from becoming excessively hot. 
Heating elements are replaced as 
easily as fuses in a circuit box, 


Clothes Line Support Safe and 


Efficient 
The Household Safety Appliance Co., 
*: 306 Scott Avenue, Brooklyn, N, Y., 


offers the trade the 
Clothes Line Support. 

This device may be fitted to any 
ie window in a few minutes. When not 
Pe) in use it may be swung down out of 
the way. 


Boyd Safety 


When wanted, a long arm is 


> 


brought into position extending into 
the room two feet, enabling the user 
to hang the clothes on the line from 
the inside. This eliminates the danger 
of hanging out of the window. 

The Boyd support is made from steel 
heavily constructed and is galvanized 
’ to prevent rusting. The device is 
» oF mechanically perfect, properly ma- 

; chined, and is said to have an indefinite 
life. 

The device operates simply and even 
a child could use it with ease. 


Dishwashing Machine for Hotel 
and Restaurant Use 

Unique principles, which reduce the 

é cost and labor of dishwashing in hotels, 

te Fe restaurants, lunchrooms, etc., to new 

: low levels are embodied in a new type 
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Showing Boyd Support Folded and in Use 


HARDWARE AGE 


of rotary automatic dish, silver and 
‘glass washing machine made by the 
Colt’s Patent Fire Arms Mfg. Co., 
Hartford, Conn, One function is to 
wash all tableware in small restaurants, 
lunchrooms, tea rooms, coffee shops, 
ete. The second use is as a glass- 
washing machine to supplement larger 
dishwashing equipment in hotels and 
restaurants. The third function is to 
wash and sterilize glasses for soda 
fountains. 

Depending on the type of serv:ce, 
Model A machine washes all tableware 
for from 100 to 500 persons per 
meal, and is operated by one man or 
woman. Rotary automatic action—the 
buzz saw principle, is employed in 
this machine in the form of a rotat- 
ing conveyor which carries the table- 
ware through washing, rinsing and 
sterilizing sprays applied from both 
above and below this conveyor. The 
use of baskets in which to pack china 
and glassware before placing in the 
machine is absolutely eliminated, and 
special fibre cushions utilized in con- 
structing the conveyor protect the china 
and. glassware from any risk of chip- 
ping, breakage or other damage of the 
nature, according to the claims made. 

The tableware is first rotated 
through a hot solution, applied through 
powerful sprays playing on the surface 
of the china, glassware and silver; 
next, through similar sprays of hot 
water, and finally through a scalding 






blend of boiling water and live steam. 
To avoid rust and corrosion, bronze, 
copper and brass is used in all of the 
Autosan machines wherever water 
comes in contact with metal, thereby 
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prolonging the life of these machines, 

Model A, like all of the Autosan ma- 
chines, is a complete automatic unit, 
including motor and water, steam and 
waste line connections. It is driven by 
a 1-hp., 1750 r.p.m. motor of suitable 
voltage installed on the base of the 
machine and connected both to the 











Autosan Dishwasher, Model A 


pumps and through a reducing gear to 
the conveyor, eliminating belts and 
chains and giving positive drive. 


Combination Tool Chests 

The Featherweight Tool Chest No. 3 
is a new product of the Bridgeport 
Hardware Mfg. Corp., Bridgeport, 
Conn. It comprises a well made 
leatheroid-covered tool box with tray 
containing nine useful tools and a 
Lockgrip master handle. 

The tools are a saw, bradawl, large 
screw driver, file, scratch awl, gimlet, 
reamer, chisel, and small screw driver. 
The tools are not toys but are built 
for real service from fine steel, drop 
forged, hardened and tempered, and 
well finished. The master handle has 
a hardwood handle specially designed 
for close-up work. It has correct 
balance and a comfortable grip finished 
in rubberoid. 

A new design steel chuck, simple in 
construction and very strong, is used. 
A few turns of the knurled sleeve will, 
it is said, lock any tool in place ready 
for use. The chuck is nickel plated 
and buffed. No. 3 set is cardboard 
with blue finished tools. The same set 
is put up in a wooden box covered in 
red leatheroid and highly polished tools 
known as Set No. 31. 
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Featherweight Toot Chest No. 3 or No, 31 
Reading matter continued on page 96 
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- AMMUNITION 


has SHOT itself into the good 


eraces of rifle, pistol and shot- 
oun users everywhere. 
That same quality which makes re- 


sults better for the sportsmen makes 
business better for the trade. 











No other cartridge line carries the number of 
good things, of bristling newness, that this one 
does. The Lubaloy non-fouling bullet, boat 
tail bullet, open point expanding bullet and 
Super-X long range shotgun loads are business 
bringers that only “Western” dealers know how 
to appreciate. 











Western Cartridge Company 


East Alton, Illinois 



































Ignition Gage for Motorists 

Neon has been put to work for the 
millions of users of automobiles, trucks, 
tractors and other automotive mecha- 
nism. It is one of the air’s rarest 
gases. It has been found that Neon 
becomes luminous when electrified, 
emitting an orange-red light as current 
is passed through it. 

Neon has been utilized in the latest 


Airco Ignition Gage at Work 
achievement of the Air Reduction Co., 
New York City. 

The Airco Ignition Gage is a com- 
pact vest pocket instrument about the 
size of a man’s finger. The gage en- 
ables any motorist or other user of 
internal combustion engines to detect 
instantly faulty spark plugs, and to 
locate short-circuits and leaks of cur- 
rent in the wiring between the plugs 
and the coil, or magneto, 

The gage consists of an insulating 
hard rubber shell into which is packed 
a sensitized tube of Neon. When the 
metal cap, which permanently seals one 
end of the gage, is brought into contact 
with a high-tension electric current, the 
Neon becomes luminous and emits 
flashes of orange-red light, visible 
through the indicator in the side of the 
case. 

Hold the rubber end of the gage 
between the thumb and fingers and 
touch the metal end to the top of the 
spark plug, while the engine is run- 
ning. From the frequency, regularity 
and comparative intensity of the 
orange-red light in the gage, the con- 
dition of the plug and its working 
efficiency can be determined. 

The degrees of brightness of the 


fiash vary on different types of ignition 
systems. The normal flash on any one 
type, secured by testing all plugs, is 
the guide to follow when locating 
trouble. 

If the flash remains dim when the 
spark plug is known to be in good 
working order, it indicates lack of com- 
pression in the cylinder. Sparks are 
always hotter and indications from the 
gage brighter, if cylinder compression 
is high. 

When the nickeled cap of the Airco 
Ignition Gage is run along the wires 
between the spark plug and the coil or 
magneto, flashes indicate leaks in the 
current flow. It is, therefore, possible 
to- detect insufficient or defective in- 
sulation in any part of the wiring of 
the high-tension ignition system. 


For Cleaning Windshields 

The “Sharpe Ever-Ready Auto Wind- 
shield Cleaner Pad” is made by Sharpe 
Chemical Co., 403 Stevens Building, 
Detroit, Mich. 

The Sharpe pad is made of genuine 
leather, embossed. The pad has a 
cloth which has been chemically treated 
in a most scientific manner and is said 
to last during the life of the average 
car. 
The Sharpe windshield pad provides 
a clear vision windshield in all weather, 
according to the guarantee of the man- 
ufacturer. 

Last year thousands of accidents 
occurred with consequent loss of life 
and property—through blurred wind- 
shields, 

The Sharpe pad is a safety measure 
for the damp, wintry weather, as an 
application of the pad each time a 
storm is encountered will produce a 
clear vision glass. 

The pad is made in a most con- 
venient size for the motorist’s pocket 
or car pouch. : 


Radiator for Ford Replacements 


The Perfex Radiator Co., Racine, 
Wis., announces a radiator for Ford 
replacements, new in construction and 
design, fitted for service on all Fords 
from 1917 to and including their latest 
models. 

The outstanding features of the 
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patented Perfex construction are: the 
core of 68 tubes, each of which is live 
and circulates water; seamless drawn 
tanks of 18 gage material, hose con- 
nections of seamless drawn tubing, 
patented spring bracket suspension, and 
an exceptionally well finished extra 
shell. 

It is built of the same specifications 
as, are the radiators the company man- 
ufactures for more than 75 manufac- 
turers using this radiator as standard 
equipment. It is made completely in 
the Perfex plant, including tanks, core, 
shell, and every detail. it is finished 
well. 

A unique method is employed in mak- 
ing the tubes. Instead of drawing, 
pressing or stretching the core stock, 
the material is formed, shrinking the 
excess of stock. A special bronze of , 
0.005 thickness is used, and they claim 
this material is not affected in the 
alkali or lime water territory nearly 
as quickly as is brass or copper, and 
lasts much longer, having a higher ten- 
sile strength, and is not affected by an 
electrolytic action as is copper. The 











tanks are drawn from one piece of 
material, eliminating all seams. The 
lower tank is heavily reinforced with 
a 14 gage plate at each end, to which 
the patented spring bracket is bolted. 
With this patent they have five inch 
dimension from where the bracket is 
bolted to the lower tank and from 
where it is attached to the Ford chassis; 
this takes care of all deflection and 
movements. 


Reading matter continued on page 98 
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The “ 


Cord BAD GER ee 


A full-quality tire throughout, in the construction of 
which are embodied the best methods, materials and skilled 
workmanship available. A most attractive and profitable 


line for aggressive dealers. 


Distributed to the Trade through accredited Jobbers 
only, a list of which will shortly be published. 
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Notes of the Hardware Manufacturers 


C. Edward Wood Embarks for 
Himself 


Announcement has been made to the 
effect that C. Edward Wood, vice-presi- 
dent of the Sprake Sales Co., manufac- 
turers’ agents, San Francisco, has 
severed his connection with that firm 


Cc. EDWARD. WOOD 


to engage in business for himself as a 
manufacturers’ agent with headquar- 
ters in San Francisco. Mr. Wood states 
that he is desirous of representing a 
limited number of manufacturers of 
high-class hardware, sporting goods, 
mill and auto supplies. His present 
address is 202 Postal Telegraph Build- 
ing, San Francisco. An office will also 
be maintained in Los Angeles. 

Mr. Wood has been identified with 
the hardware business all of his work- 
ing life. Prior to his connection with 
the Sprake Sales Co. he was identified 
with Peck, Stow & Wilcox Co., South- 
ington, Conn., as sales manager, and in 
the same capacity with the Bonney 
Forge & Tool Works, Allentown, Pa. 
In his earlier days he served a long 
apprenticeship with the sales depart- 
ment of the Simmons Hardware Co., St. 
Louis, Mo., representing the firm in 
both the Western and Easviern terri- 
tories. 


Death of William A. McFadden 


William A. McFadden, president of 
the National Hardware Stores, Inc., 
New York City, died recently at the age 
of forty-eight. Mr. McFadden was born 
in Cincinnati, Ohio, in 1873, was edu- 
cated in the public schools and gradu- 
ated from Yale University in 1896. 
He was identified with the Simmons 
Hardware Co., St. Louis, Mo., from 


1904 to 1909. In 1915 he organized 
the National Hardware Stores, Inc., 
later becoming president. He is sur- 
vived by his wife and gne son. 


Forged Steel Products Builds 

‘Construction will be completed Feb. 
1 on the addition being made to the 
factory of the Forged Steel Products 
Co., 141 Frelinghuysen Avenue, New- 
ark, N. J., manufacturer of forged steel 
pliers and mechanics’ tools. Five thou- 
sand feet has been taken over by the 
Forged Steel Products Co. for a model 
polishing room, which it is expected 
will more than double the present pro- 
duction of the company. With the 
completion of the new addition, the 
present working force, it is said, will 
be increased 50 per cent. 


Oberliesen Representing Wie- 


busch & Hilger, Ltd. 

Wiebusch & Hilger, Ltd., New York 
City, announce the addition to their 
sales force of R. P. Oberliesen, who 
formerly called upon the trade in the 
interests of Buhl Sons Hardware Co. 
Mr. Oberliesen is connected with the 
Chicago branch of Wiebusch & Hilger, 
Ltd., and will make his headquarters 
in Detroit, Mich, 


New York Toy Fair 


New York’s annual toy fair will be 
opened Feb. 6 and will continue for 
six weeks. It will be housed in several 
of the large hotels and business build- 
ings along Broadway between Four- 
teenth Street and Times Square, accord- 
ing to the custom of previous years. 
The hotels Breslin, Imperial and Union 
Square, and the Bush Terminal and 
Fifth Avenue buildings will again 
attract buyers and visitors interested 
in toys and playthings. 


Oscar A. Morgner, to Publish 
Catalogs 

Oscar A. Morgner, who founded the 
hardware catalog business of Wood- 
ward & Tiernan Printing Co., St. 
Louis, Mo., and who established and 
managed for six years the catalog de- 
partment of Wynkoop - Hallenbeck 
Crawford Co., New York City, pub- 
lishers of the Hardware Jobbers’ Cat- 
alog, has established a business of his 
own under the firm name of Oscar 
Aurelius Morgner, which is located at 
19 West Forty-fourth Street, New York 
City. 

A complete line of national standard- 
size, column unit catalogs will be pub- 
lished for mill, hardware, auto, and 
electrical supply jobbers. 

Mr. Morgner has been actively en- 
gaged in this business for fifteen years 
and has contributed largely to the im- 
provement of catalogs used extensively 
by the wholesale hardware trade all 
over the country. 

He is planning, he says, to improve 
the general make-up of hardware cata- 


98 


logs at a price that will make it prac- 
tical for jobbers to issue them fre- © 
quently. 


Childs with Consolidated Tool 
Works, Inc. 


Samuel D. Childs, formerly genera! 
sales manager of the Ox Fibre Brush 
Co. of Frederick, Md., and New York 
City, has joined the forces of the Con- 
solidated Tool Works, Inc., New York 
City. He will represent the firm in 
the States of Ohio, Illinois, Wisconsin, 
Minnesota, Indiana, Iowa, Missouri, ~ 
Nebraska, Kansas, Michigan, and parts 
of Pennsylvania and West Virginia. 


Miller Lock Co. Ticisitaies 


Walter M. Conrad, until recently | 
purchasing agent and assistant to the = 
treasurer of the Miller Lock Co., Phila- 
delphia, has been made secretary of 
the company. He will continue to 
supervise the Miller Lock Co. purchas- 
ing department. 

Mr. Conrad entered the employ of 
the Miller Lock Co. in 1912. During 
the war he was a first lieutenant in 
the Ordnance Department. He re- 
turned to the Miller Lock Co. at the 


close of the war. He is a member of © 














WALTER M. CONRAD 


the Philadelphia Purchasing Agents’ | 
Association, the National Association 
of Purchasing Agents and the Army 
Ordnance Association. 

William Ramsay, formerly associ- © 
ated with the company as sales man- © 
ager, has been made vice-president of ~ 
the company, in charge of sales. Mr. 


Ramsay has been associated with com- ~ 


pany since 1897. 


Frank L. Cone, Windsor, Vt., has 
been elected president of the Coates © 
Clipper Mfg. Co., 2837 Chandler Street, 
Worcester, Mass. 








